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Disorgenized selling under the 


general term of “clearance” has about run its salable course. The public has heard 
the wolf-wolf of “half price,” “tremendous price reduction” and the “last price” 
until it won’t believe that stores did carry such a volume of unwanted shoes. The 
public is beginning to believe that clearance sales, as such, represent the introduc- 
tion of cheaper merchandise sailing under false colors. 

It is obvious to the public that stores cannot go along for a period of four 
months, preaching lower and lower clearance prices “right across the board.” It 
is obvious to the public that new shoes are slipping in through the back door— 
brought in “just for the sale” and representing no more in dollar value than the 
price asked. 

So, for that reason, we—as The Great National Shoe Weekly—have come out 
very definitely in a proclamation to all shoe men at retail to stand together with 
regular merchandise at regular prices, selling with regular service—so that the 
proper, orderly business of serving the public might be once more the rule rather 
than the exception. 

We are pleased to see several of the large organizations take definite steps in 
this direction. One national organization announces the absolute end of its clear- 
ancé sale as of Feb. 14. One of the major chains, selling women’s shoes, closes 

@ Several hopeful its sales period now, almost four months in duration, and reestablishes itself on 
signs during the a $5 base rather than its former $6 base. One national chain has gone through 
past week indicate the whole struggle and strife with its shoes at regular prices—absolutely no 
the advice of the clearance. A great department store makes a change of managers—then the 
BOOT AND SHOE miracle happens. Instead of following the custom of new men of cleaning out 
7 all errors of his predecessor, this noble soul ceases all clearance and starts at reg- 
RECORDER is “right ular prices. He assumes all the obligations of the previous buyer’s mistakes and 
as rain” falling -on maybe also the benefits of the previous buyer’s good buys as well. 
a parched trade The period of decreasing business brought with it desperate measures. The 
field. A stand has final act of desperation was in disturbing all prices in all stores to such an extent 
to be taken if busi- that the public had no faith in either values or prices. A sharp about-face must 
y be taken if an industry hopes to make any profit in the first quarter of 1931. Every 
ness is to resume indication points to the second quarter as being a real period of selling regular 
its normal, natural shoes at regular prices in the regular way. It is necessary for the retail industry 
functioning. This to act with some accord and we recommend that merchants in every community 
thing called “clear- get together, hold a little meeting, and start simultaneously a merchandising move- 
da? aumth amb ment based on orderly, consistent and rational shoe selling. It can be done col- 
aden lectively. But the fact remains that as we write this there is a spirit arising all 
tinue into the Easter over the country to strengthen merchandising policies; to straighten up into full 
season. It is time line service and to stiffen up selling service at the fitting stool. 
to call a halt—so There are six weeks of selling in the cycle leading up to Easter. Let’s get the 
we lead this issue most out of them. The run-down world needs new shoes and most everyone at 
ait 6 oheclen aalt work has the price to pay in cash. Shoes make no great dent in the public purse 
which heretofore has covered too much installment credit territory. The public is 
to all merchants to now seeing a new sales sanity. 
resume regular Shoe merchants everywhere will decide for themselves to enter into the spirit 
business now. of return to sanity in shoe selling—Do it now! 




















































Shoe Fashions Shown on|§ 


Advance Hints on Summer Styles 


SPECTATOR MATERIALS AND 
COLORS 


]1—White buck and kid with 
brown calf or alligator trim. 


2—White kid and buck with 
black calf or alligator trim. 


3—Linen, Shantung or Mesh 
Cloth with brown or black 
calf trim. 


4—White buck with beige calf. 
5—Pig and printed leathers. 


Each season Palm Beach and 


southern playgrounds exploit the early 
fashions. 

Manufacturers and style authorities watch 
with the keenest interest all motifs that suit 
the whims of the fashionable, checking suit- 
ability, price and possibilities of future volume. 
Many times fashions are born and die at the 
pre-season showings, both here and abroad, but 
nevertheless the winter resorts are next sea- 
-son’s proving ground. In fact, it has been the 
habit of many smart shoe houses to open 
branch shops at these fashionable centers and 
prove their own merchandise to their own sat- 
isfaction. 


A recent check of merchandise and definite 
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SPECTATOR TYPES 
1—Pumps. 
2—Oxford ties. 
3—Straps. 
4—Step-Ins. 







trends in color and patterns has proved that 
the findings of the joint styles conference last 
October were well on the track as to color and 
shoe patterns. 

The white buck spectator sport shoe with 
brown calf trimming has been accepted by all 
as the outstanding shoe of the season at Palm 
Beach. It is worn with white and beige as 
well as the pastel greens, blues, pinks and 
yellows that are so popular in dresses. 

Some shops report sales of four with brown 
trimming to one with black. The proportion 
of black trimming will undoubtedly be higher 
than this, although brown will probably lead 
mostly because of the popularity of the citrus 
shades and brown combinations in clothes. 

Beige calf trimmings are also used but not 
in volume. White buck with navy is also being 
shown in a limited way, and Miller reports its 
favorable acceptance. The all-over white buck 
perforated pump is also sponsored by Pinet 
and Slater. 

A new note in the spectator collections this 
year is patent leather trimming. It is very 
effective on white buck, as shown by Slater, 
Pinet, Frank, Saks and Lord & Taylor. The 
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AFTERNOON TYPES 


1—Pumps. 

2—Oxford Ties. 

3—Sandals. 

4—Straps (mostly open shank). 





Hellstern type pump—now about five years 
old—is the outstanding seller in this spectator 
group. The tip and foxing has been changed 
by some, and Delman has put a very effective 
saddle on his creations. Pinet has an excellent 
interpretation with special arch and counter 
fitting qualities. 

This spectator oxford or tie is accorded a 
variety of treatments. One of the most out- 
standing shoes is an open-throat three-eyelet 
moccasin by Pinet. It appeared to have un- 
limited possibilities and is styled with a 12/8 
heel. The built-up leather heel seems to be an 
essential factor in the spectator group, varying 
in height from 14/8 to 18/8, but in some in- 
stances the covered wood heel is shown both in 
Cuban and Louis. These spectator shoes this 
year have the appearance of the lighter turn 
type construction rather than the heavier welts 
of last year. - 

Next in line after the spectator type is the 
fabric shoe, which has become exceptionally 
popular for afternoon wear because of its dye- 
ing possibilities. Dyeing has become a very 
important factor in shoe retailing today. 
Money can be made as well as lost in dyeing 
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Southern Proving Grounds 


By MADAME HAMILTON JEFFRIES, Fashion Editor 


AFTERNOON MATERIALS AND 
COLORS 
1—Dyeable fabrics (Linen, Spun 


Silk, Shantungs). Kid trims 
and quarters. 

2—White kid or light weight 
calf. 

3—Sea sand kid. 

4.—White and pastel doeskins. 


shoes, but the average retailer knows little or 
nothing with regard to its possibilities or lack 
of them. He buys a set of dyes and assigns 
one of his artistically inclined clerks to the 
task of making white shoes into blue, etc., etc. 
After a short time this clerk develops into a 
chemist to the treatment of the shoe before and 
after dyeing. After talking with several of 
them and comparing their widely differing 
ideas you will wonder how really favorable 
results have been accomplished. 

I. Miller have furnished their stores with a 
separate set of dyes marked “for linen and 
cotton fabrics only.” During the short season 
at Palm Beach last year their manager alone 

[TURN TO PAGE 58, PLEASE] 
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Children’s Shoes Pay Me Well 


SEVEN REASONS WHY! 
1.—Good merchandise. 


2.—Genuine knowledge of children’s shoes and 


children’s foot problems. 


3.—Fair mark-up—a mark-up well above the cost 


of doing business. 
4.—Constructive advertising. 


By H. A. ALEXANDER 
Vice-Pres. Field Shoe Co., 


Des Moines, lowa, before the 
Northwestern Shoe Retailers 
Association Convention. 


5.—Concentrating on stock shoes as far as pos- 


sible. 
6.—Sell something more than price. 
7.—Use special features. 


Cations shoes are a vital 
part of our business. We give it a lot of thought and 
attention. In many stores the children’s business is 
more or less of a side line, they carry a few shoes, 
well, just because they feel that they have to, and nat- 
urally they are neglected. 

If you will give the same attention to this depart- 
ment that you do to the men’s and women’s, they will 
make you a profit and be the means of bringing many 
new customers into your store. 

In order to emphasize my remarks I am going to 
give you an idea of how important the children’s bus- 
iness is to our store. During the past year, in our 
three departments, children’s, boy’s and college girl’s, 
we did 28 per cent of our total business. In compari- 
son to our total pair sates, 3814 per cent of our total 
pairage was in these departments. 

We sold more pairs of children’s and. boys’ shoes 
than we did women’s. 

How did we accomplish this and what are the 
secrets, if any? It ‘was not done by any miracle nor 
with any particular line ‘of shoes; it is the result of 
years of effort, years of service, with quality mer- 
chandise and studying children’s shoe needs. 

We have placed our effort upon the importance of 
having the right kind of shoes on growing feet, sell- 
ing the idea of correct shoes and correct fitting and 
not by emphasizing Price. This, we believe, is the 
real reason for our success and the reason why we 
have made a profit in our children’s department. 

There is a real service rendered in the fitting of 
children’s shoes. The leading child specialists today 
ate laying much stress upon the care of the child’s 
feet. They are investigating shoes and fitting ser- 
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vice. The easiest thing in the world to do and the 
best way to build your children’s business is to coop- 
erate with them. That is, if you know enough about 
children’s feet and shoes to merit their confidence. 
Don’t overlook this suggestion. The ethical doctor 
of today does not want a part of your profit any more 
than he expects the druggist to divvy up on his. 

The strongest appeal you have-to the mother and 
father is through their child. Develop yourselves and 
your service so as to merit their confidence in your 
ability to correctly care for their children’s feet and 
they will come to you and send their friends to you. 


The price appeal is a 
Of course you must have 
shoes to sell and at fair prices; select such lines as 
will fit into your store and community. Lines that 
carry the fundamental shoes in stock, that you need. 
Carry sizes and widths enough so that you can cor- 
rectly fit the majority of feet that come into your 


secondary consideration. 


store. Study the needs of children of the different 
ages, the kind of shoes they like and try to combine 
in them the lasts and patterns that are right. 

Many stores overlook the larger misses’ runs. 
Children’s shoes do not stop with the size 2. Many 
girls eight and nine years old need shoes larger than 
a 2. We carry shoes styled to fit and please the girl 
of this age. Again, I repeat, study the children of 
different ages and select the kind of shoes they should 
wear. “Find a need and fill it,” is one rule of success 
and success is profit. 

Do not be afraid to let your children’s shoes carry 

[TURN TO PAGE 56, PLEASE | 
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Third of a Series of Defi- 


nite Style Suggestions for 


the Coming Season by 


Madame Hamilton 
Jeffries, Fashion Editor. 





Boot AND SHOE RECORDER 
combining THE SHOB RETAILER, Feb. 21, 1931 


When She Goes Sailing 


Rubber and Composition Soled Shoes Become a 


Necessity for Deck and Sports Wear 
The National Motor Boat Show 


held recently in New York City showed 40 per cent increase in 
paid attendance, 70 per cent increase in inquiries for boat 
specifications and a definite 20 per cent increase in the sale of 
small cruisers and boats for sea and inland waterways. Will 
the summer cottage of the future be afloat? is the question 
asked of the motor boat industry. The next move is to dress 
for the water home or water trip. ‘ 

Fashion stages the return of the regulation blue coat and 
white flannel or fabric skirt for resort and deck wear. The 
short blue jacket, double or single breasted, is always man- 
nishly tailored and the nautical note is a very smart note this 
season. 

Oxford lines in airy types in lined, unlined or perforated ties 
are the accepted types for deck wear and active daytime sports. 
The merchant who anticipates his seasons finds that there are 
always types of rubber and composition soles which ate asked 
for each season, but curiously enough it is the suggested pat- 
terns on the soles that ofttimes sell the shoe. 

The wear of the sole is rarely questioned and in the case of 
appeal children usually choose a sole with a childish figure 
while men buy weltings, toe reinforcements and corrugations, 
Boys usually choose rubber soled shoes with the thought of 
active sports. Geometric designs have a certain appeal to boys, 
and in canvas shoes we find patterns suggesting baseball out- 
selling those which exploited aviation or camping scenes. 

When rubber and composition soled footwear is placed on the 
shelf, the retail clerks should be told a selling story. The buyer 
should instruct each salesperson as to the advantage of the 
particular sole featured and suggest that certain heroes in the 
golf, tennis or yachting field use this or that type of footwear 
because of a certain fact or wearing. 

















































One of the most interesting 
meetings of the National Shoe Retailers Association 
at its recent convention resolved itself into a forum on 
children’s footwear, under the leadership of Clyde K. 
Taylor of Detroit and with the following participants : 
N. L. Golanty, Pittsburgh, Pa.; S. Pool, Evanston, 
Ill.; E. W. Piper, Evanston, Ill.; H. S. Gordon, Cin- 
cinnati, Ohio; Fred H. Kratt, Toledo, Ohio; J. G. 
Kolesar, Port Clinton, Ohio; H. H. Rodgers, Bloom- 
ington, Ill.; W. A. Grode, Detroit, Mich.; E. W. 
Bradshaw, Detroit, Mich.; Miss Alwine L. Verick, 
Milwaukee, Wis.; John E. Lock, Milwaukee, Wis. ; 
M. J. Yoskin, Philadelphia, Pa.; R. B. Nay, Wheel- 
ing, W. Va. 

M. J. Yoskin: “It seems as though the western 
manufacturers are making their junior misses shoes, 
or misses shoes, from 11%s to 3s, or from 12%s to 
3s. We in the East are confronted with the fact that 
a lot of manufacturers have not made any changes. 

“I think it is very essential to keep our children’s 
business a children’s business. 

- “Take, for instance, two children, sisters, one ten 
years old and the other four. The ten-year-old 
youngster would wear size 4 and the younger one 
would wear size 2. Surely the shoes ought to appear 
the same, and we have been confronted with that 
problem for a good many years. I personally believe 
that if we work out a junior misses’, or a misses’ line 
from size 3 or 3% to 7, and then buy the growing 
girls shoes from 3% to 8, and give it a different 
classification, it will help your business. 

“As soon as the little girl gets to eleven or twelve, 
she begins to sense her own importance. She begins 
to think that other stores carry 
snappier shoes. What happens? 
She leaves your store to buy 
them there. Why can’t we hold 
that business by having a cer- 
tain section in the store or a 
little sign “The Modern Miss.” 
I believe it will do a lot toward 
promoting a greater amount of 

pairs of our growing girls’ shoes. 
I think that our big problem is 
the continuation of an 8% up to 
big 6.” 

Miss A. L. VeErtcK:“I believe 


business.” 

















“Keep your children’s 
business a_ children’s 


M. J. Yoskin 






Propose New Size Schedules 


Outstanding Juvenile Footwear Authorities 


Go Into a Huddle at Children’s Shoe Forum 


we are very much benefited by having the size 


run 8% to 12 and 12% to 3. The 12% to 3 run, 


I think, is very essential. For the young child 
that is a little bit overgrown, I run up to 2% and 3, 
and even up to 4, in the miss shoes, with the same 
toe, same heel, same shank, etc. I feel that it is 
very essential, and I think it is a wonderful new ar- 
rangement that some manufacturers are putting 
out. 

“It is essential to run spring heel shoes up to 
size 12. I found a few of the eastern factories are 
trying to co-operate, and I do not think it will be 
long before they have 8% to 12 on spring heels 
and starting miss shoes 12% to 3, or 4.” 

J. E. Lock: “We carry 8% to 12 and 8% to 3. We 
had an occasion here a while ago where we carried 
a 2 and wanted 2¥4 to 3, and could not get it. On 
the market you have either got to buy the spring heel 
up to 11 or the heel from 11% to 2. The run we like 
best is 81%4 to 12 and 8% to 3. 


u“ 

Ou biggest problem is 
growing girl shoes, and this spring we tried to run 
our shoes from 2% to 5, buying the same shoes. We 
are trying to get the. manufacturer to raise that heel 
and lift from 5% to 8, and I find in buying shoes we 
are overlapping too many.” 

H. H. Ropcers: “I was wondering if we had the 
run of 124 to 3, if that would not eliminate a good 
deal of buying a line of shoes 2% to 5 with 8/10 
heels. 

“One of the greatest things to me is the grading 
of the shoes and the heel heights a little bit. In 
looking back over our stock, I 
noticed that it seems the flat heels 
stay on the shelf. If the heels 
were raised or the toes narrowed, 
I think that would be eliminated. 
If the manufacturers can see the 
light and get these lasts graduated, 
and the heels raised a little, I think 
a great deal would be accom- 
plished, especially in the miss run 
of 3’s. I am strongly in favor of 
3’s if they get the toes a little nar- 
rower. If they would narrow the 
toes down a little it would be ideal.” 
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R. B. Nay: “I am in full sympathy with the 
change suggested. We take advantage of that run 
of sizes wherever we can buy them. We are not 
always able to secure that run in all type of shoes. 
However, I think if we could standardize and have 
this regular run, possibly stopping at 3—of course, 
occasionally you would need a 4, but I think the 
factories would accept the 3 sizes, that would prob- 
ably be a better place to stop.” 

N. L. Gotanty: “I am in favor of up to 4’s my- 
self and I know you cannot get it, and I believe the 
miss run is with half inch heel and next at 7-8, up to 
sizes 6 and 7.” 

E. W. BrapsHaw: “Of 
course, there is one thing 
to remember. We are 
public servants, and have 
to give the customers 
what they want, and when 
it has all settled down, 
they are the bosses. There 
is the question of whether 
a customer wants a high 
heel or whether she wants 
a spring heel, size 1114 or 
12. If the better shoe de- 
partments go up to size 
12 in the spring heel and 
some of the cheaper de- 
partments or some of the 
other departments in the 
same city go up to size 
11% with the high heel, 
it is going to cause fric- 
tion. 

“In our department we 
have the junior girl shoe 
up to 12/8 heels. We get 
a lot of the flapper trade, 
and a lot of the older 
women. They come downtown, those who wish to 
have low heels, and feel they can get the shoes 
cheaper in the children’s department. Our infant’s 
business has, through normal times, shown an increase 
even more than in the larger run.” 

E. W. Piper: “Children want nothing but style. 
They go to the store with their mother to fit the 
shoes; they quarrel with the mother. The main 
thing is that they want one pair of shoes a month; 
maybe two pairs of shoes a month. If they can buy 
a cheap shoe, that is what they want. We make our 
money up to 2’s. We carry no infant shoes, but we 
do carry 3’s to 8’s, and just four 9’s with spring heels. 

“If a person comes into our shop with a baby eight 
or nine months old, we want to know if he is standing 
or just pulling himself up, and if he isn’t standing 
we have no shoes for him nor do we sell any to him. 


Children’s 
Junior Misses’ 
Misses’ 
Modern Misses’ 
Junior Boys’ 
Boys’ 


requires. 
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HE outcome of the opinions expressed in 
this children’s shoe forum and the suggestion 
that the Junior Miss run from 11% to 3 will 
have a very important bearing on the next Styles 
Conference to be held in New York, April 27 


and 28. Here are the previous runs accepted: 


Shoes for the modern miss, sizes 3¥2 to 8, for 
the advanced type of girl who wants shoes ap- 
proximating women’s, should carry heels from 
11/8 to 13/8. There should be a separate depart- 
ment for this girl, with a modern atmosphere, 
giving her the opportunity to purchase shoes in 
the advanced styles with sensible heels; this 
modern girl is overlooked in the women’s de- 
partment, on account of the heel height that she 
In the majority of cases she is shown 
the so-called corrective shoe or sports shoe. 
When it comes to dress shoes, the average 
women’s department does not seem to have the 
shoe needed by this modern young person, who 
seems to know her own importance. 


“Our advertising should put across the point to the 
mother that the child must not wear fancy shoes dur- 
ing the formation period. Tiiat would be true of 
girls up to the age of fifteen years. I believe that if 
there was some way of putting that across that they 
must wear certain types cf shoes, we would improve 
that end of our business, the 2%4 run up, and we 
really would sell more shoes because we would not be 
faced altogether with the style proposition. Of 
course, we could get the style on the lasts.” 

H. S. Gorpon: “We always send out baby 
cards. We get them into the store for the first time 
for the first shoes. We 
mail the card out and they 
can present it any time 
within thirty days, and we 
give them their first pair 
of shoes. The health of- 
ficer told us we get from 
75 per cent to 80 per cent 
returns on those cards 
that we send out, and that 
brings a lot of people into 
the store who have their 
first child, and they see 
the department. We hear 
the expression quite often: 
‘You gave us the first shoes 
and we have never bought 
a pair of shoes anywhere 
else” I think it is a 
mighty good way to ad- 
vertise, better even than 
the daily papers.”’ 

CrypE K.  Taytor: 
“We do not get so much 
baby business. We sell a 
lot of growing girl shoes, 
a lot of them, and we sell 
a lot of fiber soled shoes, 
or rubber soled shoes, a lot of sport shoes, and we sell 
a lot of $10.50 and $8.50 girl’s shoes. We do not 
have any five dollar business and not much $6.50. 
Our business is more on $8.50 and $10.50. We can 
sell fancy shees. We have some fancy shoes in the 
store and I counted the sales on them and there were 
twenty-two pairs sold. These shoes were genuine 
pigskin, fancy girl’s shoes, colored calf, lizard calf, 
fancy lizard.” 

M. J. Yosxin: “I have noticed that good families 
would rather buy’ the $3.50 and $4.00 shoes for the 
boy and buy Mary a pair of shoes that cost $6.00. I 
guess we are all confronted with that problem. 

“Our boy’s department is adjacent to our men’s 
department, separated ; that is another thing that has 
increased our business materially. We have nothing 
but boys’ salesmen in this section.” 


Sizes up to 11 
Sizes 11% to 2 
Sizes 2% to7 
Sizes 32 to 8 
Sizes 9 to2 
Sizes 2% to6 
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WE approached last 

spring largely with 

over-confidence. The 

approach this year is 

with a more fitting 
7 caution. 

Last December now 
appears as a bouy marking the shal- 
lowest water. Soundings taken on 
such dependable indices as steel pro- 
duction and bank credits are continu- 
ally more encouraging, and able navi- 
gators report quite confidently that 
we have crossed the bar. There is 
certainly a more favorable behavior 
in many trend lines that, when sea- 
sonal change is subtracted, give a 
substantial optimism with which to 
temper our caution. Deeper water 
and fair sailing ahead seem assured. 

That we will lag behind last year’s 
production and consumption in cer- 
tain lines during the opening months, 
’ or even the first half of the year is 
quite generally agreed. But that we 
are moving forward and at the same 
time up, is the assurance that will 
replace caution with confidence. 

This is a yéar in which new repu- 
tations will be made. There promises 
to be one of the greatest shufflings 
of business cards ever witnessed, and 
the prizes will go to the concerns 
who have the wind and the stamina 
to stage an aggressive sales pro- 
gram. The buying public has moved 
ahead in tastes and needs, and: price 
cutting as.an expedient will be buried 
and forgotten in the activities of the 
concerns with the foresight to bring 
out new sales leaders and exploit 
them with live, up-to-date sales pro- 
motion plans. 


Business 
Cards 
Shuffling 


Tariff Talk § TWO tariff hear- 
Again ule, having a bear- 
y ing upon the shoe 
industry. The first 

was held on Feb. 19 before the 
United States Tariff Commission in 
Washington, at which time and place 
the schedule of hides and skins was 
reviewed. A few weeks later, on 


ings are on sched- — 





March 26, before the same commis- 
sion, the tariff act of 1930, placing 
boots and shoes on the dutiable list, 
will also be reviewed. 

These reviews are not perfunctory 
meetings but vigorous presentations 
of cost data and actual evidence re- 
garding the differences in cost of 
production and the economic items 
attendant. 

On Feb. 5, the commission re- 
ported on the first five items re- 
viewed. What was the result? Four 
rates were reduced. One of them 
was pigskin leather. The cut was 
from 25 per cent to 15 per cent; but 
that cut does not affect the duty on 
pigskin leather to be used in shoes, 
which comes in at 10 per cent ad 
valorem, 

If the commission is operating on 
the basis that four out of five items 
need reduction, then what can we 
expect from the tariff hearings on 
hides and skins and boots and shoes? 
We pointed out some months ago 
that of the twenty-seven items up 
for consideration, seven of them 
were relating to the shoe and leather 
industry. That is again an indi- 
cation of congressional interest in 
us when you consider that there are 
several thousand items on the tariff 
list and many of them sheltered by 
political preference. 

It will be interesting to follow 
the outcome. 


THE “squeeze- 

play’’ con- 

tinues but we 

> are frank in 

the belief that 

uo more blood can be squeezed out 

of the turnip. Here is an amazing 

letter from the president of a large 
store: 

“We are looking for $500,000 
worth of merchandise below the 
market, to be sold in a low profit 
drive for volume. If you warit to 
cooperate, please see our buyers at 
once.” 

The item of interest is “below the 
market.” As if we were not already 
in the position of offering shoes 
below replacement; manufacturing 
shoes in the red, finishing leather in 
the double red and no profit any- 
where. 

What is wanted is “new merchan- 
dise below the market.” Try and 
get it. Here is one industry, at least, 
that does not intend to continue to 
tan leather in the red; to make shoes 
ir. the red and to operate stores in 
the red. It isn’t worthwhile. Better 
to quit than to continue, even though 
lulled with the sweet phrases that 
money is plentiful, labor is plenti- 
ful, raw materials are plentiful, 
markets are plentiful—but what 
have you—new merchandise below 
its cost. 

This past week, a big store asked 
its supplying shoe men to do a little 
something for good-will. “Reduce 
the shoes 35 per cent so that we can 
have a 20 per cent off sale.” Shoes 
‘wanted were those from the in stock 
departments of these factories — 
many of them made especially for 
that client but kept in reserve in the 
factory until called for. Let’s all 
have a great big selling period and 
give the public everything to that 
end. 

We are of the belief that the “do 
or die” stage has come—where each 
for himself will say—“make a profit 
or quit.” 

It isn’t possible to mark time in 
business and the store that doesn’t 
profit will show a loss. 


Make a Profit 
or Quit 
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our superfluous fat. 


up people’s thinking. 
—How about 1931? 





Can Turn-over TRY to think 
of the sale of 


Be Unitized shoes in 1931— 


> pair by pair— 

and find some 

way of measuring your turn-over so 

that you can check almost day by 

day, whether you are making turn- 
over progress. 

In many ways, business English as 
it is:used, lacks descriptive accuracy. 
Most people think of “turn-over” as 
a product of the baker’s left-overs. 
When he has exhausted his full size 
apple pie tins, he uses up the rest of 
the dough in making turn-overs. 

Others have a feeling that “turn- 
over” means a sort of store gym- 
nastics—that when all the goods now 
in the store move out, others come 
in 


Here’s the way Murray C. French 
looks at turn-overs—day by day, 
rather than by the season of the year. 
He strikes a definite relationship 
between daily sales and the different 
items in stock—so that each can be 


measured as to its turn-over. Here 
is a well worth-while chart to re- 
member : 
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ASK ME WHY 


—In what way was 1930 a good year? 
—lIn that it brought us down to earth again and made us get rid of 


—Don’t men think and work better in times of prosperity? 
—No! Easy profits develop careless business habits; prosperity slows 


—The seeds of prosperity are sown in hard times just as the seeds of 
depression are sown in good times. Human nature never changes. 


Since 6 Toe. 


President. 





1 sale daily to every 300 items is 1 
turn-over. 

1 sale daily to every 200 items is 114 
turn-overs. 

1 sale daily to every 150 items is 2 
turn-overs. 

1 sale daily to every 120 items is 214 
turn-overs, 


‘1 sale daily to every 100 items is 3 


turn-overs. 


Some stores only do a one-time 
turn-over, actually. That’s a dan- 
gerous situation. Two times is the 
average but it is a weak merchandis- 
ing situation for 1931. Three times 
should be accomplished and even 
more attempted. 


Windows HOW about the 
sign post in your 


That Tell endow display? 
b Did it point into 
your store or to 

some other store down the street? 
What a joy it is to look at a care- 
fully planned window display. 
Every shoe and accessory carefully 
selected and set just right to tell 
its story. A year ago, in a mid- 
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west city, I counted 169 shoes in a 
moderate sized window. There was 
everything from an infant’s moc- 
casin to a rubber boot. And it was 
not a cheap store either. 

In another window, at another 
time, there was just one pair of 
silver slippers on a beautiful back- 
ground of brocade. That window 
told a story. The first mentioned 
was trying to tell a story that could 
not have been told in a full page 
newspaper advertisement. Why not 
plan window displays this year just 
as you do your advertising copy? 
Have the window tell a definite story 
of your store and change it often 
enough to keep the story fresh and 
new. 


Pointing to HOW a sign 
H posts in the inven- 
Profit tory sheet? How 
> many shoes did 
you take into in- 
ventory that appear in the June 30 
inventory? If any, how much do 
those shoes: now cost you, adding 
their overhead cost for six months, 
plus interest on the money they rep- 
resent? Looking at the inventory 
sheets and studying each item, how 
many sign posts can you find that 
point the wrong way? 

Out of size signs, wrong color 
signs, too many of this, too few of 
that signs. Held too long signs, all 
sorts of danger signs. 

If you drive along almost any 
highway today you will notice the 
road signs pointing to a large city, 
perhaps many miles away and along 
with them, signs pointing to the 
intermediate towns and villages. 

Wouldn’t it be a good idea to put 
up one sign reading THIS WAY 
TO THE BANK and then post 
along side every intermediate sign 
post that will point your shoe dol- 
lars in that direction? 

One dollar in the bank is worth 
at least two dollars in out of date 
or broken sized shoes. Today dollars 
are at a premium and wise merchants 
are budgeting operations to show 
profits. 





OTHER «<<: « 


> »>.? 





‘fe those shoe stores that 
are working with the chiropodists, the plan worked 
out by W. W. Wilson, of the Minneapolis Queen 
Quality Shoe Store, should prove helpful. 

A space in the back room has been fitted up and set 
aside as a professional consultation room. Each foot 
doctor in the city is assigned one day which he uses, 
either in whole or in part, for the examination of 
customer’s feet. Some doctors can give only a couple 
of hours in one day while others find it profitable to 
spend a whole day here. 

A sign in the window supplements the newspaper 
advertising to the effect that Dr. So and So will be 
in the store during certain hours and will give free 
consultation and advice on feet. No solicitation of 
business by the doctors is permitted. However, they 
directly influence many shoe sales during their stay in 
the store. They naturally benefit through meeting 
many new people, so both the doctors and the store 
profit equally. Having different men takes away the 
chance of any one being especially favored. The shoe 
prescription blanks furnished all professional men 
bring in many extra customers. 

a 

L. C. Woollen, of The Peacock Shop, Waterloo, 
Iowa, says: 

“After getting the women in the town to believing 
in you, a store can go a long way in developing per- 
sonal business that really counts. A reputation of 
this sort can only be earned over a period of time, 
but it can be destroyed in very short order. One 
highly effective mode of informing the new trade of 
the friendly intent is by dropping a personal business 
card in each package.” 


PEOPLE’S 


An added feature of variation of the P. M. system 
that is working very well in the Minneapolis Panor 
store has been doped out by Fred B. Panor. It con- 
sists of a series of points being awarded, with a 
weekly prize of $5.00 to the man earning the most 
points. This is in addition to the regular P. M. 

Shoes that have been in stock six months are classed 
as “old stock.” The points are: 

Old stock i 
Old stock having a 25c. P.M, ..is.0ccccrdorecencs 125 points 
Old stock having a 50c. P.M. ........ceceeceeees 150 points 
Old stagle: agate a: FCP ONE. eis aca santa nsgse des 175 points 
Bringing a customer to the hosiery department .... 25 points 
Selling polish ... 10 points 
Double headers 

Making a turn-over 

Men selling at least 25 pairs of shoes on a Saturday 
receive $2.50 in cash and an extra 5 points per pair. 

Boys break their necks to get the extra $5.00 each 
week. Sometimes one will get a big break like sell- 
ing a double-header bearing 75c. P. M.’s on a turn- 
over. This sets a pace which causes the fight to last 
out the week. 

The last man up gets the T. O. and with it worth 
his while to make the sale, he is right on the job to 
claim his turn. In a way, this eliminates one of the 
floorman’s duties. Good judgment is used in making 
a T. O., so that there is no forcing a customer. Any 
man throwing a contest loses his job, but that has 
never happened. 

* *«* * 

J. C. Micheal, shoe buyer at Donaldson’s, Minne- 
apolis, submits the following: 

“About the only way to get any action now is to 
pound away on that one item which is in current 
demand. One particular type of shoe is always on 
the up-and-up. It is much better to accept conditions 
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By HARRY R. TERHUNE, Field Editor 


Vv VW 


IDEAS 


as they are and concentrate on that one item while it 
is in its ascendency rather than to spread one’s sales 
energies over too wide a field. 

“This same rule goes for price as well as material or 
pattern. It does not pay to advertise $6.50 and $12.50 
shoes in the same copy or window. An entire depart- 
ment primed on one thing will produce results. Sales- 
people are only human. If they know quantities of 
people are asking for a $12.50 black kid shoe, and 
that their stock is complete on that one thing, they 


will naturally sell what is easiest. Attention may be, 


focused on an idea, as leather heels, the Continental 
Boulevard heel or, as at present, on black kid. 

“The whole shoe problem is greatly simplified 
through concentration on one idea at a time.” 


* * * 


“Peter, fit me out to a pair of black shoes, some- 
thing with a strap. I am going to Chicago to visit 


Helen for a week or ten days, so I want something 


rather dressy.” This was the opening remark of a 
motherly looking middle-aged woman to the owner 
of a shoe store located somewhere “south of the 
Loop.” 

“Let’s see, what size do you wear, Grace?” 

“Do you mean to say that you don’t know, after 
fitting me all these years?” 

It was finally agreed that 6B was the right size. 
A sale of that kind, including the conversation period, 
should not have taken more than fifteen minutes at 
the most. It was a wrap up. 

But, no. A black strap 15/8 heel was first turned 
down. Then a brown strap was dismissed with, “I 
must have a black shoe.” 


Boor AND SHOE RECORDER 
combining THE SHOB RETAILER, Feb. 21, 1931 


After ninety minutes, by actual count, it was de- 
cided that a fit in a black kid strap, medium heel shoe, 
could not be found. And with 3500 pairs of shoes on 
the shelves, together with 300 pairs of brand new 
winter shoes that were sitting on the ledges waiting to 
be racked. This from a store that confessed to an 
inventory slightly in excess of last year’s figures, yet 
whose sales were grossing 15 per cent less. 

Three thousand, cight hundred pairs of women’s 
shoes in the house, a supply sufficient to provide 
every woman in a community of 22,800 people with 
one pair of shoes, yet not enough to fill this simple 
order. And so another customer was lost to the big 
city trade. 

* * 

Get the department store angle for a change. This 
from G. I. Bruner of the Lewis Dry Goods Co. Di- 
viding such things as Gaul and Time into three parts 
might have furnished the inspiration for doing the 
same thing to a shoe stock. We find here A-a regular 
shoe stock, B-a regular P. M. stock and C-a mixed 
P. M. stock. 

A represents the active lines which are being re- 
ordered or those which are moving along nicely of 
their own momentum. 

B—When going for those in the A group begins 
to get rough they are placed in this section. This 
may be a brand new “mistake,” a fairly good broken 
line or in general, anything that needs nursing along 
a bit. These shoes are considered as good from a 
consumer’s point of view as the day they came in, 
but good merchandising principles say different. 
Hence the segregation. Shoes in this section have 
been P. M.’d from fifty cents to a dollar a pair. It is 
felt that if the advantage is given the salesman, they 
will be better satisfied. 

C is a hash section where shoes are all sized in 
together under separate price groups. The P. M.’s 
are high enough and the prices low enough so that 
the merchandise stay is of a very brief duration. 





THINGS TODO! 





Merchants 


A Working Cilenillies for Busy 








HAVE you plenty of 

good cuts for the 

month’s newspaper ad- 
vertising? If not look over 
your local paper’s service 
and pick out the ones you 
may want. In your adver- 
tising for the Easter season 
lay emphasis on the fact 
that shoe prices are lower 
this Spring. It’s an argu- 
i with great selling ap- 
peal. 


WINDOWS should be 

changed or re-arranged 

today. Are golf ox- 
fords in stock? A _ good 
mailing card, featuring a 
special price for this week 
only will get surprising: re- 
sults if you can secure a 
list of golfers. Explain that 
you’re offering the low 
price to get a quick turn 
on an early shipment of 
new styles you've received. 


dow Specials for 
Friday the 13th!” 
in your window today. Or 
if you cannot find 13 good 
ecials then run two or 
three good window specials 
at prices ending in 13—for 
instance $7.13, with ap- 
propriate window cards to 
ut the idea over. Have a 
ig Style ad in tonight’s 
paper for Saturday. 


13 OFFER “13 Win- 





EASTER comes April 

5. That means a big 

month in March. Go 
after your full share of the 
pre-Easter business with 
a brisk advertising and 
selling campaign. Keep 
your windows interesting. 
Change them regularly and 
EF UENTLY! Get the 
selling force up on their 
toes with a bonus offer for 
the best March showing. 





gestion of Winter in 

the windows or store 
interior eliminate it at 
once. Change all window 
and interior display cards. 
Your Spring ndow and 
interior trim should go up 
this week. Send out a mail- 
ing card today featuring 
your best two women’s 
Easter footwear’ values, 
and if there’s room a 
hosiery offer too. 


3 IF there is any sug- 





USE a liberal sized 
6 newspaper ad tonight, 

featuring Spring 
Styles. Rearrange the win- 
dows tonight so that the 
styles featured in your ad 
are played up in the front 
of the display. A good 
hosiery value on a table 
just inside the front door 
tomorrow will add many 
dollars to the day’s total. 


YOURSpring Styles 
10 letter or announce- 

ment should go out 
to your entire mailing list 
this week. Emphasize the 
fact that .Easter comes 
early this year. People 
must be made to realize 
this if you want a wave of 
March buying. An inclosure 
in the letter offering a good 
hosiery value for this week 
only will bring some direct 
returns. 


FIVE Saturdays _be- 
7 fore Easter. Make 

every one a BIG day! 
Be sure the salesmen sug- 
gest Hosiery to every 
woman who buys shoes. 
They ought to know all the 
new hosiery shades by 
name so they can suggest 
the proper one to wear 
with every shade of shoe. 
Give a bag of marbles with 
every pair of boys’ shoes 
sold today. 


PUT in a window of 

the styles featured on 

your mailing card, and 
feature them in an ad to- 
night too. Post every sales- 
man to concentrate on these 
two numbers for the bal- 
ance of the week. Why not 
make out a schedule of 
your window changes for 
the next four weeks? Then 
every line will be sure to 
get its full share of space. 








a@ newspaper ad to- 

night on Spring 
styles if there’s a daily 
paper in your town. From 
now until Easter you should 
have at least two ads each 
week. If you have only a 
weekly paper to depend on 
then you can well afford 
to spend more money in 
direct mail advertising this 


11 YOU should have 


BE sure your win- 
12 dow changes and 

your ads are syn- 
chronized so that shoppers 
looking in your windows 
will see the styles they 
have read about in your 
current ad. Keep a close 
check on stocks. If any of 
the advance Spring styles 
from last month have not 
moved mark them down 
and use them for window 
specials now. : 





window for today. 

Are your window 
cards giving enough empha- 
sis to the Easter theme? 
Remember there are only 
four more Saturdays (in- 
cluding today) _ before 
Easter. If there’s a demand 
in your community for chil- 
dren’s white shoes for con- 
firmation it is time to get 
them in the window. 


1 4 HAVE a good Men’s 








PUT in an attrac- 
16 tive window of chil- 

dren’s shoes today 
and plan to give emphasis 
to this line for the week. 
Pick out your best boys’ 
number and girls’ number 
and have every salesman 
make a special effort on 
these two during the week. 
Put out a table of chil- 
dren’s hose in the children’s 
shoe section. 
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SELLING 


ee Day IN MARCH 


To Produce More Profit Through Planning 








1 7 ST. PATRICK’S 


customer a 
shamrock for the coat 
lapel. Or if you can secure 
them give a real shamrock 
plant in a little pot with 
every purchase. 
stores make 
of this. It is good sales 
promotion to do something 
of this kind whenever a 
holiday or special day gives 
you the opportunity. 


tisement featuring 

children’s shoes for 
Friday’s paper and have 
the paper run off enough 
advance reprints of the ad 
so you can send them out 
to your list today with a 
letter urging that now is 
the time to purchase chil- 
dren’s shoes for Easter. 


18 GET up an adver- 


again today with 

the twofold purpose 
of being sure you have 
enough of the good sellers, 
and not too many of the 
slow-moving styles. Of 
course you’re showing a 
price card on every pair of 
shoes in your windows 
these days. This is one 
month when your windows 
must SELL! 


19 CHECK all stocks 


IN addition to your 
20 children’s ad in to- 

night’s paper you 
will need a good sized ad 
on women’s styles. Head 
it “TWO WEEKS UNTIL 
EASTER!” and emphasize 
the fact that now, before 
the final rush _ depletes 
stocks, is the time to select 
new footwear for Easter 
wear. 





2 1 YOU'LL probably. 


have an _ unusual 
children’s business 
today as a result of your 
efforts. Have some suitable 
little gift for every child 
y my comes in for footwear. 


with candy eggs will be 
very appropriate, and you’ll 
find this an inexpensive 
give-away too. 


IN the new win- 
23 dows for this week 

have several cards 
emphasizing the “Two 
Weeks Until Easter’ theme. 
Hosiery should have in- 
creased window space as 
Easter draws near. Play up 
“price” and particularly 
“Low Prices” in your win- 
dows constantly. This year 
the question of “how much” 
is mighty important to 
most people, 


SEND out another 
y mailing card to 

your entire list to- 
day or tomorrow, featuring 
on it such numbers as your 
stock check indicates are 
most in need of pressure. 
What about your plans for 
after Easter? Don’t over- 
look to plan ahead for April 
selling, for an early Easter 
means April will be a big 
style month too. 








today’s news- 
paper. And make 
it a SELLING ad. This is 
no_ time for generalities. 
Talk low prices, and prove 
it with specific styles at 
interesting prices. If you 
can make price compari- 
sons with a year ago this 
will be very effective adver- 
tising. 


2 5 a a big style ad 


IF you're getting 
26 new styles in stock 

now put them right 
in the window with cards 


‘ Spend 
plenty of time and thought 
on your windows. They’re 
your best and most effec- 
tive selling medium these 
days when the streets are 
filled with shoppers. 


TONIGHT’S ad 
2 will be headed “One 

Week Until Easter’”’, 
and the same story should 
be prominent on cards in 
the window and inside the 
store. If you’ve cut prices 
on any slow-selling num- 
bers play these up in your 
ads and windows to give 
further emphasis to your 
‘low price” advertising. 


YOUR work should 
28 be so arranged to- 

day that every 
minute of your time can be 
spent in selling! Pep up 
your selling force to land 
every possible sale today. 
Have a table or two o 
hosiery where it will catch 
the eye of every one who 
comes in the store. Suggest 
Hosiery for Easter Gifts in 
your windows. 








I93l 
at 
k 


K * 
* 


FORW 
MARCH 





LAST six days be- 
30 fore Easter! 

Change all windows 
for today—and make your 
displays interesting! Put in 
a window of hosiery and 
shoes in white boxes, tied 
with white ribbon, to put 
over the Easter gift idea. 
Easter is becoming a big 
gift season and you must 
cash in on it! 





window of chil- 

dren’s shoes? This 
wil a good week for 
this line. Have balloons 
for the children all this 
week. Watch stocks closely 
and change parts of your 
window daily with quick 
trims to feature lines you 
want to emphasize. Concen- 
trate every effort on SELL- 
ING right up to Saturday 
night at closing time! 


31 HAVE you a good 
1 be 
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New Style Trends in Southwest 


Definite Developments Reflected in Buying 
at Texas and Oklahoma Convention 


Ries Worth, Texas, 
The annual convention of the 
Texas-Oklahoma Shoe Retailers 
Association, held here last week, 
proved an interesting and success- 
ful gathering and attracted a 
good-sized attendance even in this 
year when conventions are draw- 
ing smaller numbers than usual. 

From the standpoint of buying, 
many of the manufacturers and 
salesmen reported gratifying busi- 
ness and the large retail operators 
in moderate priced shoes were said 
to have placed liberal orders. 

Several definite style develop- 
ments stood out. It remained for 
Texas and the Southwest to place 
its emphatic approval on the pat- 
ent leather style tendency pre- 
dicted to become important during 
the coming season. Black patent leather in sandals 
and pumps was confirmed as an outstanding trend by 
manufacturers who exhibited at Fort Worth. 

The acceptance of the patent leather trend in the 
Southwest is not forecast for every section of the 
United States but the Spring and Summer footwear 
selling here precedes that of the Northern states by at 
least two months and offers a confirmation on a vogue 
that has been in the process of development. 

At the style conference Miss Rhea Nichols, asso- 
ciated as stylist with Allied Kid Company, said: “The 
16/8 Grecian type of sandal is gaining in popularity. 
The sandal oxford with tie and the ventilated shoe is 
also gaining.” 

E. H. Ehlert of Volk Bros., Dallas, said: “Patent 
leather is coming along with much prominence in our 
store.” L.H. Tuffly, of Kdupp & Tuffly, confirmed 
this tendency in his store at Houston, as did Carl H. 
Mueller, of Austin, and C. H. Reed, of Abilene. 

White is expected to have one of the biggest sea- 
sons experienced in a long time in this section of the 
country. White kid will be featured with some linen 
shoes of white. Linen shoes for the most part will 
be in combination with kid tips and quarter. Again 
all-over white sandals were mentioned as one of the 
leading tendencies of the Summer season. It was the 





C. M. SELBY 


Elected New President 


consensus of opinion that white, 
including both kid and fabrics, 
will have a bigger season that last 
year. 

A warning on black was 
sounded, a diminishing demand 
being observed. Some merchants 
believed they should not have 
many black kid shoes following 
Easter. Sea sand is the promi- 
nent color adopted for colored kid 
shoes as the volume seller, second 
only to black, with blue having 
many strong supporters who are 
of the opinion that up to and in- 
cluding Easter this shade will have 
a heavy call. Some estimates re- 
garding the ratio of sea sand 
against blue ran from 2 to 1 in 
favor of sea sand and to as high 
as 4 to 1 in favor of the same 
color. One smart operator was apprehensive as to the 
popularity of the parchment shade. 

Black, it was predicted, will lead both the colors 
just mentioned up to and including Easter. 


NMiiss Ruth Kerr, associated 
with the Calf Tanners Association, led the discussion 
on men’s shoes. Recognizing black as a leading color, 
she said a dark brown shoe is being promoted to 
afford an opportunity for an extra pair. This dark 
brown shoe can be worn with every type of suit except 
formal wear, it was stated. 

C. M. Selby, buyer of men’s shoes for Volk Bros., 
Dallas, said a decided tendency for lighter weight 
shoes is being felt in their store. They expect to sell 
more light weight shoes than ever before. In many 
instances they are lightening up the soles by two or 
three irons. 

Some difference of opinion was expressed, due to 
the shorter wear being experienced in lighter soled 
shoes, the customer complaining of lack of service. 

L. H. Tuffly made an interesting comment: “We 
are going to sell our light weight soled shoes this year 
without stressing the fact that they are lighter in 
weight, but are going to put them on their feet and 

[TURN TO PAGE 52, PLEASE] 
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In-Stock and 


| six weeks away. 
An early Easter, but regardless of the date on the 
calendar Easter calls for definite types of spring foot- 
wear ; otherwise potential sales are lost. We wonder 
how many shoe stores have made adequate advance 
preparations for the demands their trade will make 
upon them in the fortnight preceding Easter. 

It is perfectly easy to adopt a cynical attitude, point 
to the fact that business is below par and form a reso- 
lution to hold purchases for the Easter selling season 
down to a predetermined minimum. The fact remains 
that new types of spring footwear must be featured 
and shown, and stores which do not have them lose 
out in prestige, sales and profits. 

At this moment, we venture to say, most stores are 
understocked on spring footwear suitable for Easter 
selling. Within the next few weeks merchants and 
buyers will come to a realization of that fact and of 
the further fact that Easter sales are stimulated, not 
so much by the mere proximity of Easter as by the 
showing of Easter merchandise on every hand. More- 
over, they will come to a realization of the perfectly 
obvious fact that seasonal business goes to those who 
have seasonable merchandise and if they are ill pre- 
pared competitors will make the sales. 

This is not a new process of reasoning. It is more 
or less in evidence every spring when Easter comes 
early. It is particularly evident in a year like this 
when business conditions are of such a nature as to 
discourage early buying. It usually results in a sud- 
denly sharpened demand for spring shoes as Easter 
approaches, and quite frequently it is found to be too 
late to supply the demand through the medium of 
advance orders for shoes to be made up. Under such 
conditions the in-stock department of the manufac- 
turer is the buyer’s natural recourse. 
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Easter Selling 


It is perfectly obvious and apparent that conditions 
this year point to an unusually heavy demand for 
shoes from in-stock. Manufacturers are well pre- 
pared to meet the situation; nevertheless it is easy to 
visualize a situation in which a sudden call for certain 
wanted types and styles of shoes might exhaust the 
available supply. An acute shortage of wanted styles 
has been experienced in other years just before Easter 
and is by no means beyond the realm of possibility 
this year. 


Under these conditions the 
prudent and foresighted merchant will make a careful 
study of his own stock in relation to the Easter 
demand within the next week or two. Having dis- 
covered the types of shoes on which he is under- 
stocked, he will take immediate steps to supply him- 
self with such merchandise while stock departments 
are equipped to supply his needs in wanted styles, 
materials and sizes. Even the in-stock department 
has its limitations, and while modern merchandising 
plus modern transportation have accomplished miracles 
in the distribution of merchandise with speed and 
certainty, it is none the less the part of wisdom to 
think ahead and plan ahead. 

Go over your stocks carefully and critically with 
reference to your requirements for the Easter selling 
season. Study with care the trends in costumes, 
spring coats, spring suits, etc., in your own com- 
munity. Consider carefully the in-stock offerings 
of the manufacturers and place your orders in time to 
make sure of deliveries when the shoes are needed. 
Then plan your advertising, window displays and 
promotion well in advance to let the public know that 
you have the new and wanted styles. Sales result 
from intelligent, well-planned buying plus effective 
merchandising and sales promotion. 





Organizing a 


HE more dangerous the shoe from a style view- 
point, the more the size range should be con- 
densed. Buy dangerous shoes only in safe sizes, and 
buy dangerous sizes only in safe or conservative shoes. 


There is only one way in which a detailed study 
of this sort from such a general field of experience 
can be made practical for any retailer large or small. 
Taking these schedules as a general guide, he must 
first ascertain his own experience on size selling by 
the composite method. 


With these figures, when they are compiled, re- 
duced by the method herewith illustrated to 40 or 60 
pair size runs, he will obtain from his own figures a 
size range that may be far different than he is using 
at present, and yet will be far more practical and 
usable. 

















guide to establishing a size range which he may 
adopt for his regular buying, at least to the extent of 
establishing a balance between the proportion of small 
sizes and large sizes to the middle sizes. 

First we shall reduce that 300,000 pairs with its 
140 different sizes by dividing each figure by 100. 
Any size which then shows a “fraction” of a pair of 
sales per year is omitted from the schedule. By this 
very process alone the number of sizes covered is 
reduced from 140 to 83, and the total pairage from 
300,000 to 3000. Schedule A is the resulting com- 
posite, which may well be heeded as an annual sales 
experience for a store which sells annually from 
$20,000 to $30,000 in women’s shoes. 

Next observe Schedules B and C on opposite page. 

For the medium and smaller sized shoe stores we 





No retailer can expect anyone 
to organize a standard size schedule which he can 
adopt and follow for all time for all shoes. Feet 
vary, policies vary, lines vary, and there can be no one 
universal standard. However, it grows on the in- 
dustry every day, that regardless of make, market or 
method of fitting 10 per cent of the overstock in the 
average shoe store is due to unbalanced sizes. Sales 
on middle, center or safety sizes are missed, and 
stocks on extreme sizes, more small sizes than large, 


are everywhere too great in ratio to sales. 

One store, recently analyzed on this problem of 
men’s sizes, showed that it had sufficient supply of 
6D in men’s shoes to last for fourteen years at the 
rate that particular size sold last year. 

The size experience on women’s shoes referred to 
involved the sale of nearly 300,000 pairs of women’s 
shoes, welts, turns and McKays, popular price and 
high grade, sold in all types of cities down to 25,000 
population. It is a broad, fair and unprejudiced expe- 
rience, the lessons from which cannot be lightly laid 
aside. 

In the following table we will reduce this 300,000 
pair experience to terms within the grasp of the 
average retailer, both as to annual sales and also as 
to a pair schedule which he may safely consider as a 





realize that even the 64 pair schedule above is for- 
midable. Hence we are making one further reduc- 
tion by dividing the figures in schedule C by 1.5, which 
still preserves the original ratios and yet brings the 
total size spots down to 32 and the total pairs to 39. 


Size Schedule D 
5 Total 


5 


1 
1 
1 
2 10 
1 
6 5 4 39 


Total number of sizes, 32. In 8 center sizes, 14. 
[TURN TO PAGE 56, PLEASE] 
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Sisnderd Size Schedule 


By ERNEST A. BURRILL 








SIZE SCHEDULE A 

5 — 6 — FJ — 8 

267? €& @F 

14 40 67 81 73 59 36 

1 46 76 109 115 95 69 44 

1 6 71. 103 125 122 95 65 42 

3 19 52 99 119 122 111 82 58 35 

1 8 22 51 58 59 55 42 28 = 18 

1 2 4 >. & & F 3 2 
4 28 82 145 285 403 494 497 401 290 184 59 
Total number of sizes, 83. Total pairs in 8 center sizes, 926. 
































[N the next step we shall reduce 

the above “100 to 1” schedule SIZE SCHEDULE B 
by dividing by 10, again eliminating 5  —— 

the fractional pairs, and the result 

is a 272 pair schedule which is AAA | 6 8 

somewhat in keeping with what a AA 4 W #1 


store of $150,000 volume might ' 7 2 12 
sell on an individual shoe of more 

or less through the year type. a3 10 2 #11 

This second reduction “nq = 12 5 e «€ 5 

number of size spots from the 

original 140 to 49. Of course, it Total 3 8 14 27 39 47 47 37 2 OW 
is the extreme widths and the Total number of sizes, 49. Total pairs in 8 center sizes, 91. 
“end” sizes which are eliminated. 














SIZE SCHEDULE C 
5 6 ' —* ‘ 
I ihe third stage in this reduction 
is to divide Schedule B by 4 
which reduces the number of size 
1 spots to 37 and the total pairs to 
64. This schedule is just about 
2 what a $100,000 store should think 
1 ] about in buying a new shoe. 


Total 1 + 6 11 12 9 
Total number of sizes, 37. Total pairs in 8 center sizes, 23. 








seceimmnanaet 
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To complement her new beige coat, this spring, 
the smart Northern woman will choose shoes of at 
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Spring Shoes 
Vie with Sales 
in Loop Shops 


CHicaco (UTPS)—The Chicago 
business picture last week presented a 
view of better times gratifying to the 
local merchants and especially to 
wholesale dealers. An influx of more 
than 5000 buyers from all parts of 
the-eountry, here for Chicago’s spring 
market week, placed orders for many 
thousands of dollars’ worth of goods. 
The Interstate Merchants’ Council of 
the Chicago Association of Commerce 
alone registered 1800 out-of-town buy- 
ers. Good attendance also was re- 
ported at the four style shows and nu- 
merous merchandise exhibits. 

Chicago’s spring market week mere- 
ly starts the spring buying by retail- 
ers, so last week’s volume of business 
is expected to continue, although on a 
lesser scale. 

Retailers, while experiencing no such 
sensational buying as_ greeted the 
wholesale firms, found business steady. 

Special sales accounted for a large 
volume of local retail business. Most 
of these sales featured considerable ad- 
vance showing of new spring styles 
along with staple winter footgear. 
Reptile has taken a front position in 
this selling. Also numerous shoes in 
beige and beige combinations for early 
spring wear and white shoes for south- 
ern resort wear are being shown. 

I. Miller, Carson, Pirie, Scott & Co., 
Marshall Field, Mandel’s and others 
are now in the midst of their February 
sales, and all report satisfactory at- 
tendance. 

One of the new “Grayhound Gray” 
shoes being featured by O’Connor & 
Goldberg is attracting considerable at- 
tention. It is a pump, the upper of 
which is practically cut entirely away 
at the instep. Around the upper edge 
runs a strip of narrow, gun-metal kid, 
a continuous piece, threaded through 
a slit in the quarter, bridging the gap 
cut away at the instep, and emerging 
again through another slit to con- 
tinue around the thro&t and up the 
other side. The design gives a cut-out 
effect and is said to be most comfort- 
able. The O-G buyers report it is a 
verv popular model. 

Patent is a good seller in the new 
spring handbags. Calf and morocco, 





too, offer examples of 1931 chic styles. 
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Discuss Tariff Hearing Plans 





New England Manufacturers Meet with Massachusetts Industrial 
Commission to Consider Washington Hearing 


Boston, Mass.—An informal dis- 
cussion of the stand to be taken by 
New England manufacturers in con- 
nection with the meeting of the Fed- 
eral Tariff Commission, scheduled for 
March 26 in Washington, was the fea- 
ture of a joint meeting of the Massa- 
chusetts Industrial Commission and 
representatives of the shoe industry, 
held Feb. 10 at the State House in this 








Interesting 
Program for 
Ohio Meeting 


COLUMBUS, OHIO (UTPS)—Much in- 
terest has been aroused throughout 
Ohio, West Virginia and Kentucky over 
the forthcoming annual convention of 
the Ohio» Valley Retail Shoe Dealers’ 
Association, which will be held at the 
Deshler-Wallick Hotel, March 2 and 3. 

The details of the program are be- 
ing whipped in shape by C. E. Ditt- 
mer, association secretary, and Joe 
Ryan, manager of the shoe department 
in the Fashion, general convention 
chairman. The Columbus Shoe Retail- 
ers’ Club is aiding in the arrangements 
for the program and entertainment 
features and, judging from the inter- 
est engendered in all sections of the 
three States, the meeting will be the 
best attended in years. 

Letters received from dealers in all 
sections indicate that they will attend, 
many accompanied by their buyers nad 
merchandise managers. 

Reservations for upwards of 75 dis- 
plays by factories and wholesalers have 
been made at the Deshler-Wallick Ho- 
tel. This feature is being emphasized, 
as the convention comes at a good time 
for spring purchases. No charges out- 
side of the usual room charges will be 
made for displays. 

An added feature of the program is 
James R. Ozanne of Chicago, who will 
speak on “Selling the Second Pair of 
Shoes.” Mr. Ozanne is always an in- 
teresting speaker and will bring new 
thoughts to retailers. 


47 





city. The New England shoe indus- 
try, of course, is vitally interested in 
the 20 per cent duty now levied on im- 
ported footwear. 

While no definite decision was 
reached as to the course of action to be 
taken, it was agreed that officials of 
the National Boot and Shoe Manufac- 
turers’ Association be invited to at- 
tend another meeting, to be held in 
the near future, at which time the mat- 
ter of the tariff will be taken up more 
in detail. Among shoe manufacturers 
and their representatives who attended 
the meeting were Charles E. Moore, 
of the George E. Keith Company, who 
is also president of the Brockton Shoe 
Manufacturers’ Association; Thomas 
F. Anderson, secretary of the New 
England Shoe and Leather Associa- 
tion; C. W. Atwill, secretary of the 
Lynn Shoe Manufacturers’ Associa- 
tion; Frederick H. Seavey, secretary of 
the Lynn Chamber of Commerce, and 
W. B. Burdett of the Burdett Shoe 
Company, also of Lynn. 





San Francisco Shops Feature 
Spring Shoes 


SAN FRANCISCO, CAL. (UTPS)— 
Shoe men of the San Francisco region 
are already in the midst of their 
“spring season,” as the winter rains 
are now over and the grass-clothed 
hills and countryside, if not the calendar. 
demand that the season be called 
spring. The Frank Werner stores are 
featuring, with marked success, new 
footwear for the Monterey resorts, 
pumps, straps, sandals and oxfords of 
summer suede, creamy ooze, pastel kid- 
skin, spun silk, reptile accents, and os- 
trich grained calf. 

Sommer & Kaufmann are finding 
ready acceptance of the new spring 
reptiles, the new, lighter shades of py- 
thon and watersnake. 

All the stores are winding up the 
“winter clearance” events that have 
occupied most of January. Retailers 
find that the demand unmistakably 
points to the brighter modes from now 
on. 
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United Shoe Machinery 
Corporation 


BOSTON, MASSACHUSETTS 
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Nine People 
Out of Every Ten 
Expect These Values 


%* Nine out of every ten people throughout 
the nation are demanding Star Brand style, 
Star Brand quality and Star Brand value at 
Star Brand prices. The odds are very much 
in favor of Star Brand dealers. 








ROBERTS, JOHNSON § RAND 


of international Shoe 


St. Louis, Mo. 
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Men’s Shoes 
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NETTLETON 
Shoes of Worth 
A. BE. NETTLETON CO. 


mg. W. COO) 
N. Y., U. 5. A. 
@BR’S VINE SHOES EXCLUSIVELY 








Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


Brockton, Mass. 
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Summer Shoes in Sunshine Show 


Burdine’s of Miami Stage Pretentious Fashion Exhibit, with 
Footwear Playing Prominent Part 


MIAMI, FLA.— The largest fashion 
show ever undertaken by a single store 
here was held at the Palm Gardens of 
the Roney Plaza Hotel and produced by 
Burdine’s recently. The show was 
sponsored by the Greater Miami Junior 
League, and a dollar was charged for 
admission. Approximately 7500 people 
were present at the two performances. 

During the show about 200 costumes 
were shown, all of the famous Sunshine 
Fashions created by Burdine’s. Men, 
women and children modeled these gar- 
ments, and during the show 97 pairs of 
shoes were worn. Each pair was care- 
fully selected for the costume or cos- 
tumes with which it would be worn, 
and with the idea of its appropriate- 
ness for hot weather. It is now con- 
ceded that what is good for Florida 
during the warm winter months will be 
equally good for northern wear during 
the following summer. 

Attention was first called to proper 
shoes for the bathing beach, and a 
number of styles were introduced. For 
active sports, white buckskin, and 
white with black or brown saddle, 
buckskin trimmed, were shown for both 
men and women. This is the outstand- 
ing shoe for active sports. The spec- 
tator group was shown with white, 
white and brown and white and black 
buckskin with calf trim. More brown 
and white were shown than anything 
else, and for the reason that this com- 
bination harmonizes well with practi- 
cally everything, and is extremely good 
this season. It is a white season, and 
the color accent is given in a brown 
belt, hat band and shoe trim. Brown 
and white and black and white are 
used to complete color schemes and to 
continue ensemble effects. » 

Another spectator style showed a 
white shoe with perforations. All 
white oxfords and ties were worn by 
many models. Quite frequently heels 
were of covered leather rather than 
plain leather lift type. 

All the foregoing were shown with 
the sport spectator styles, and in addi- 
tion there were some tie types, but the 
pump of a color to harmonize with hat 
and gloves was outstanding. 

For afternoon wear with the dressy 
frock practically nothing but pumps 
were shown. Heels were noticeably 








Toe Errors of Elders 


Boston, Mass.—Dr. Robert S. Osgood, 
in one of the recent public lectures of 
the Harvard Medical school, commented 
on the errors of the elders who taught 
their children to toe out, even to the 
angle of quarter past 12, when they 
walked. “It was a sad mistake,” the 
doctor said, and it accounts for some of 
the foot troubles of the present adult 
generation. 

The doctor, an authority on “anatomi- 
cal mechanics” or the human mechanism, 
advises more study of the plain, ordinary 
procedure of walking, as it relates to 
human welfare. 











lower. Fabric shoes were very promi- 
nent, just beige that would blend with 
the soft pastel shades of afternoon 
frocks or dyed to match the hat or a 
leading color in the printed chiffon. 

Almost without exception the evening 
group showed white or colored pumps. 
White is leading for evening wear, with 
the color accent introduced through the 
accessories and shoes. And so there 
were shoes of emerald, ruby and tur- 
quoise shades to match the jewelry 
worn by the mannequins with their 
white dancing frocks. 

The only exception seen with evening 
costumes, and with an occasional elab- 
orate afternoon frock, was a Grecian 
sandal of two-tone leather, trimmed in 
gold or silver. But the simple pump 
was by far the most prominent shoe for 
the young miss, the matron or the older 
woman. 

For little girls the strapped patent 
slipper is still the favorite for best, 
with a two-tone oxford for school and 
play. Both boys and girls wear these 
oxfords, miniature duplicates of those 
worn by dad and mother as to color 
and style. For dress occasion the boy 
was shown with a patent oxford. 

White with black or brown trim was 
shown exclusively for men’s wear for 
everything but the most formal occa- 
sions. 


Washington Shoe Merchants 
Distribute Booklet 


WASHINGTON, D. C.—The Washing- 
ton Shoe Retailers Association has re- 
cently prepared a booklet, which is now 
ready for distribution, called “The 
Proper Care of Shoes.” 

This little booklet contains in brief 
form some essential hints on the care 
of shoes. It will be distributed by shoe 
merchants as a package enclosure. 

It has also been suggested that the 
sales force read this booklet and use 
the information it contains as helpful 
in their sales talk. 

The Washington shoe merchants have 
ordered this booklet very liberally, over 
75,000 being subscribed for. They ex- 
pect to start inserting them in pack- 
ages before the spring business gets 
under way. 

Paul Holmes of Lansburg & Bros. is 
chairman of the booklet committee. 


Washable Sport Shoes 


Boston, Mass.—Washable _ sport 
type shoes for women were introduced 
recently in the Jordan Marsh Com- 
pany store in this city, an entire win- 
dow being devoted to the display. The 
shoes are of white pigskin trimmed 
with calf. Blucher oxford, narrow one 
strap and pump were shown in black 
and white, and in brown and white— 
the same tip and quarter design being 
used on all three types. To emphasize 
the occasion for which these shoes are 
to be worn, they were shown in a set- 
ting of golf clubs, golf balls and sport 
scarfs. They were not priced in the 
window, but are on sale in the upstairs 
women’s shoe department at $8.50. 
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only way you can tell an Arm- 


I strong’s Cork Box Toe is by feeling 


Ask for: 
ARMSTRONGS CORK BOX TOES 


ATUANTAL...occeccescsseseeeees 
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Candler Bldg. 
OND csc sicceteviessciastid 197 South St, 


it or by wearing it in a pair of shoes. Its 
shape and style lines—firm forepart and 
side wall—are no different from those of 
a hard box toe. But it has flexibility (you 
can feel this with your thumb as shown 
above) that means comfort in your soft 
and semi-soft toed shoes. This live spring- 
iness makes the toe keep its shape. Arm- 


111 N. Canal St. 
1017 Broadway 


CuHIcaGo. 
CINCINNATI... 


1931 51 


DETROIT........00:00000++ 
New YORK..........00000068 


strong’s Cork Box Toes will never 
“pancake” or wrinkle. Broad or narrow 
toes, sport or dress shoes, every type of 
shoe you sell can take advantage of this 
added flexibility and comfort. Ask for 
Armstrong’s Cork Box Toes when next 
you buy. For further details and samples, 
write to Armstrong Cork Armstrongs 
Company, 933 Arch Street, 


Lancaster, Pennsylvania. Product 


PHILADELPHIA................408 N. 3rd St, 
e204 S, 3rd St, 


507 Garfield Bldg. 


50 Church St. Sr. Louts.... 
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Men’s @ Women’s 


New Trends in Southwest 


Forty Years in Shoes 
[CONTINUED FROM PAGE 30] 











let them discover this fact. There 
seems to be the- wrong psychology in 
emphasizing the fact that the soles are 
lighter, which customers seem to accept 
that less wear can be expected, which 
gives them an opportunity for com- 
plaint.” 

Sport shoes for men are heralded as 
outstanding for the coming season. 
C. M. Selby said: “We are buying 
them, believing a great season is ahead. 
Our purchases are being divided evenly 
between black and buck and brown and 
buck. In our six-dollar shoes we will 
sell 70 per cent black and 30 brown. 
In our sd grade this ratio is dif- 
ferent. iss Pauline Morgan, of 
the Amalgamated Leather Company, 
stressed the importance of sales pro- 
motion in selling more men’s shoes. 

Miss Julia Fiddleman presented a 
style survey made by a national style 
institution. 

W. D. F. Gibson, vice-president of 
E. P. Reed Shoe Co., discussed new 
merchandising ideas necessary during 
the coming year in order that retail 
shoe merchants can maintain their 





—_ SLIPPERS are made better— 
sell better—than any other slippers 
= S. market in the popular price 
class. Catalog on Request 
VINCENT HORWITZ Rat) Inc. 
64-76 W. 23rd | st. York City 


JOHN J. BAIRD 


CoLumBus, OHIO (UTPS)—Forty 
years in the retail shoe business is the 
record of John J. Baird of Columbus, 
who served two terms as president of 
the National Shoe Retailers’ Associa- 














_ High Grade Mules 
and D’Orsays 
Catalogue sent on 
request 
enact wien et She Inc. 


153-159 wer 27 27th ‘Se New York City 





No.C7306—Allsizes in stock 
for immediate delivery. 
Write for eir- 
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W. S. CHASE & SONS 
HAVERHILL, MASS. 


FINE SLIPPERS 
Men and BOYS 


HANDTURNED 
$2.15 to $3.50 
Boston Office: 501 Statler Bldg. 





tion and a director of the Ohio Valley 
Retail Shoe Dealers’ Association for 
eight years and its president for one 
year. 

Mr. Baird was associated with the 
Pitts Shoe Company for 36 years, a 
greater part of the time in the capac- 
ity of manager. Four years ago 
Hanan & Son took over the business, 
and more recently the store has been 
divided into two departments. The 
men’s department is housed on the sec- 
ond floor of the John H. Pumphrey 
Company, clothiers, and the woman’s 
department in the Grace Goyle Shop, 
a women’s specialty store. Mr. Baird 
continues as manager of both depart- 
ments. 


Mr. Orr to Continue as Potter 
Shoe Co. Head 


CINCINNATI (UTPS)—James P. Orr, 
newly elected president of the United 
States Shoe Company, will continue to 
be actively connected with the Potter 
Shoe Company, — as president 
of both concerns. *. Der j is a former 
president of the N. x R. A. and one of 
the outstanding retail shoe men of the 
country. 





sales volume. 


convention was opened with W. A. 


elers were present. 


tion. 
president. 


be held in Dallas. 
Other officers elected were: 


Fort Worth; third vice-president, T. M. 
tors: R. C. Mynatt, Dallas; 


Easton, Dallas; 
Worth. 


Preceding the style conference the 


Harris, general convention chairman, 
presiding at the noon luncheon held in 
the ballroom of the Texas Hotel. Over 
six hundred merchants and shoe trav- 
Following the in- 
vocation and official welcome responses 
were made by Bob Moody, president of 
the Southwestern Shoe Travelers As- 
sociation, and Carl Mueller, president 
of the Texas Shoe Retailers Associa- 
tion. The principal address was made 
by James H. Stone, manager of the 
National Shoe Retailers Association, 
who read a message from A. H. Geut- 
ing, president of the national organiza- 


C. M. Selby, of Dallas, was elected 
The 1932 convention will 


First 
vice-president, C. H. Reed, Abilene; 
second vice-president, W. A. Harris, 


Scoggins; fourth vice-president, George 
Baum, Corsicana; secretary and treas- 
urer, W. P. Taylor, Fort Worth; "es 

5 FP. 
Barnes, San Angelo; H. L. Baker; Ed 
Gus Daniels, Fort 


Other speakers on the program in- 
cluded Lynn Squires, of Fort Worth, 


Shoe Store Bandits Busy 
in Buffalo 


Buffalo, N. Y.—Armed with automatic 
pistols, two bandits entered the retail 
shoe store of Samuel Laufer at 1055 
Broadway at the peak of the late after- 
noon rush hour and warned customers 
and salesmen to make no outcry while 
they robbed.the cash register of about 
$75, according to a report made to the 
police. Judging by a description of the 
men furnished by Morris Freed, a shoe 
salesman in the Laufer store, police be- 
lieve the bandits are the same men who 
earlier in the week held up and robbed 
the retail store of the Enna Jettick Shoe 
Co., at East Genesee and Main Streets, 
nrh in the afternoon and escaped with 


who pointed out the importance of 
“Personality in Business.” Dave Tan- 
dy presided at the noon session. 

The outstanding address of the con- 
vention was delivered on Wednesday by 
Herbert Marcus, president of Neiman- 
Marcus Co., Dallas, recognized as one 
of the South’s leading ready-to-wear 
stores. His subject, “The Future of 
Business, What of It?” was master- 
fully handled. 

An elaborate program of entertain- 
ment was arranged both for the visit- 
ing women and the shoemen. Mrs. 
Robert Logan was general chairman of 
the Women’s Committee. 

An elaborate program of entertain- 
ment for Monday night, the annual 
banquet for Tuesday night, at which 
Judge Marvin Brown and Mark McGee 
were the principal speakers. 
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D ESPITE his lackadaisical appearance 
the kangaroo is extremely energetic on 
occasion. 


* In the early years of Australia’s develop- 
ment, the fields of the farmer looked to 
the kangaroo like a Golconda of cabbages 
to be had for the taking. 


So destructive did he become, that the 
Colonial Government placed a bounty on 
his head, and the great slaughter began. 


Great numbers of kangaroos were herded 
into stockades by horsemen and brutally 
clubbed to death. i 


The species was rapidly becoming extinct when the 
bounty was removed and one of the finest of shoe 
leathers saved for posterity. 


Even today, many years later, the effects of the slaugh- 
ter are seen in the limited quantities of raw skins avail- 
able. Despite this and its superior qualities, kangarov 
leather is moderately priced and is used in all grades 
of shoes. 


Although not so sold, kangaroo sides and kangaroo 
calf are sometimes confused with genuine kangaroo, 
to which they have no relation. 


DAN 


LEATHER COMPANY, NORTH PHILADELPHIA 


Tanners of Black and Colored Kid Black Kangaroo Colored Kid Linings 
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WHERE TO BUY 
Ballet Slippers 


AKKENDALL wit: 


ND 
BAL 





A sideline of 
BALLET 
SLIPPERS 


IN 
STOCK 


Orders filled day received 





SEND FOR CIRCULAR DEPT. C. 


4 KENDALL SHOE COMPANY 
HAVERHILL, MASS. 














Im Stock Black Kid 
Ballet —— Left 
s 


Ladies’ $1.25 pair 
Misses’ $1.20 pair 
Child’s $1.15 pair 
BLOG SHOE CO., INO. 
147 Duane Street, 
New York City 














BALLET SLIPPERS—IN STOCK 
of the unusual kind 

8102 Bik. Kid Hand Tura 

Soft Toe 


Child’s 6 to 11—$1.35 
Misses 11% to 2— 1.40 
Women’s 2% to 8— 1.45 
Also Hard Toes 
SCHWARTZ & HERDER, Inc. 


Speelatists in Ballet and Comfort Slippers 
241 No. 11th St., Philadelphia, Pa. 








Sumit 
serene 


Rights and Lefts 


Two Grades 
Miss. 


wM. 
SUMNER 


In Stock SMITH 





325 West Monroe Chicago, Ill. 





DELIVERY 


i) Fast replacements and in- 
stant service generally, 

4 are necessary for your 

i theatrical department. 
Supplying our full line 
to dealers everywhere, we 
know your needs. 


Write us! 


CHICAGO 
THEATRICAL 
' 28> = Bld 
3rd Floor, Capito g-, 
bi Shove 159 N. State St., 
Chicago, Ill. 
filled from: 


Coast Orders H 
6715 Hellywoed Bivd., Hollywood, Cal. 


Northwestern * 
Shoe Men Elect 


Rice President 


Des MoINEs, IowA (UTPS)—E. A. 
Rice of La Crosse, Wis., was unani- 
mously elected president of the North- 
western Shoe Retailers Regional As- 
sociation at the closing session Wednes- 
day, Feb. 11, succeeding Ira L. Welch 
of Atlantic, Iowa. Mr. Rice was vice- 
president from Wisconsin the past year. 
H. S. McIntyre of Minneapolis was re- 
elected secretary-treasurer. 

More buying of footwear of exhib- 
itors was carried out at the convention 
than for several years, according to 
Secretary McIntyre, which indicates 
the confidence of the shoe merchants 
in the five States as to the 1931 busi- 
ness. Sixty-six exhibitors showed their 
lines, and several reported a greater 
volume of business done than in any 
three previous regional conventions. 
Several have already engaged rooms 
for the convention to be held next year 
in St. Paul. 

Officers were elected by each of the 
five States participating, at separate 
sessions. For Iowa—W. H. Gernes of 
Ames, vice-president; Ernest West- 
burry of Iowa Falls, directors. For 
Minnesota—J. C. Muenzer, Fergus 
Falls, vice-president; Max Steinbauer, 
Winona, director. North Dakota—W. 
T. McHugh of Wahpeton, vice-presi- 
dent; E. L’Esperance, Grand Forks, 
director. For South Dakota—Arthur 
P. Johnson, Sioux Falls, vice-president; 
George Miller, Aberdeen, director. For 
Wisconsin—John Haraldson, La Crosse, 
vice-president; director to be named. 

Opposition to special taxes now pend- 
ing in the various State legislatures 
was recommended in a general reso- 
lution. Bills proposing sales tax, turn- 
over tax, luxury tax, arbitrary short- 
ening of hours of female employees and 
changes in the existing garnishment 
laws were named. 

James H. Stone, manager of the Na- 
tional Shoe Retailers’ Association, ar- 
rived from Texas to attend one of the 
closing sessions of the convention. He 
emphasized the need for confidence in 
the coming year and careful planning. 
Conquering the demon fear will go far 
in furthering the business hopes of all 
merchants, he said, and of shoe dealers 
in particular. 

Roy Stevens, Iowa State senator, was 
a special speaker as a former presi- 
dent of the State association. He 
pointed out that one bill presented in 
the Iowa legislature at the present ses- 
sion would have harmed shoe mer- 
chants. The bill would have prevented 
the selling of orthopedic shoes or ap- 
pliances in the stores, but as amended 








In Business 75 Years 


Buffalo, N. Y.—R. Forsyth & Sons, re- 
tail footwear, 2118 East Seneca street, 
established in 1853, is one of the 69 
Buffalo firms which have been in busi- 
ness 75 years or longer, according to a 
list compiled by the Buffalo Chamber 
of Commerce. It is the only shoe re- 
tailer on the list and thereby is rec- 
ognized as the oldest retail distributor 
of footwear in the Buffalo area. 











was made not applicable to shoe stores, 
The members of the resolutions com- 
mittee were O. J. Benton of Austin, 
Minn.; Jennings Bauge of Ames, and 
Fred Stuhler of Monticello, Iowa. 


Kansas City Stores Launch 
Spring Styles 


Kansas City, Mo. (UTPS)—With 
the majority of semi-annual clearance 
sales over, shoe men are suffering a 
rather severe drop in sales volume. Re- 
tailers are resorting to extensive spring 
showings in an effort to stimulate the 
inactivity of the past week. 

The formal launching of spring 
styles is noticeable in nearly every re- 
tail window, with navy blue, brown and 
tan being given special emphasis. 
Black and black and white combina- 
tions are not left out of displays, but 
seem to take a “back seat” with the 
flaunting of colors for early spring. 
However, it is predicted that black will 
be the best sellers in stock, with navy 
and brown in order. 

Oxfords are prominent in the show- 
ings and are generally combinations of 
mat kid and snakeskin in matching 
tones. Bow pumps are featured by one 
shop, fashioned of kid with snakeskin 
tow, counter and bow. In some in- 
stances the heel is covered with snake- 
skin. Gray is featured in this type of 
pump. 

Strap pumps are much more in evi- 
dence than they have been for several 
seasons past, with various unusual 
treatments of the narrow instep strap 
high-lighted. Beige kid with straps 
and detailed trimmings of darker 
brown are cited as being very good. 

Snakeskin trimmings, however, are 
the outstanding issue of the spring 
season here. Pumps, oxfords, ties and 
straps are all designed with touches 
of matching or contrasting (as in the 
case of black and white) reptile. 


Woman Proprietor of Shoe 
Store Hurt 


BuFFALO, N. Y.—Mrs. Margaret H. 
Upper, proprietor of a retail footwear 
shop at 1354 Fillmore Ave., was se- 
verely injured when a taxicab in which 
she was riding collided with a Genesee 
street car. She was taken to the 
Memorial Hospital, where she is being 
treated. Mrs. Upper’s two daughters, 
Vera, 19 years old, and Margaret, 17, 
years old, who were with her at the 
time, were treated at the hospital for 
slight bruises and lacerations, but later 
were taken to their home. 


Marcus Heyman Moves 


NEw YorkK—Marcus A. Heyman, dis- 
tributor of fabrics, reptiles and shoe 
specialties, has recently moved to the 
Marbridge Building, 47 W. 34th St., 
Rooms 550-2 and 4. 

Suva Cloth, a linen-like open weave 
fabric patterned by Mr. Heyman, is 
being featured by him this season. 

In addition to this fabric, according 
to Mr. Heyman, black and white Java 
lizard, ring lizard, beige python and 
natural boas are also selling in volume. 
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GENUINE JAVA RING LIZARDS 


The outstanding reptile for spring 





Tess Tie 
No. 4010 


IN STOCK $6.25 


Genuine Java Ring Lizard spectator 
sport. Black calf trim. Littleway. 
1602 Last. 16/8 Cuban Heel. 











SHERIMODE 


The Flexible Welt Shoe of Quality 





Twenty other different models in all over Java Ring Lizard, and Spectator 


Sports with Black Calf, Blue Kid and Cloister Brown Kid Trim. 


SHERWOOD SHOE COMPANY 


ROCHESTER, N. Y. 
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WHERE TO BUY 


Dancing Shoes and Taps 


66 8 8 Oe 6 TEP OE 


WING - TAP 


(Patent pending) 








The only left and 
right tap made. Gives 
an extra tap when 
executing wings and 
rolls. Large, medium 
and small sizes. Re- 
tails profitably at 75c 


SEND FOR NEW 
1931 IN - STOCK 
OATALOGUE B.8. AT 
ONOE DELIVERIES. 








TAP SHOES “Attecned® 


IN-STOCK 
No. 9780—Black Kid 
1.75 


No. 9785—Patent 
Leather 
$2.25 
BROOKS SHOE MFG. CO 
Swanson & Ritner Sts. 








Philadelphia 





Nerridgewock Shoe Co., Inc. 
NORRIDGEWOCK, MAINE 


COOOOOOOOOOOOOOOOOO 


SON 


TURN 
SLIPPERS 
COMFORTS 
BOUDOIRS 
TAPS 


de right— 
ce wt ye 


Retail $1.95 to $3.00 Write for samples. 


ROBERTSON SHOE CO. 
MINNEAPOLIS MINN. 








Do You Know? 

















Children’s Shoes Pay Me Well 


[CONTINUED FROM PAGE 20] 


their just mark-up. I don’t mind tell- 
ing you that we let them carry their 
share. A mark-up well above our cost 
of doing business. We try to average 
things up, the smaller runs we mark a 
little closer and let the larger runs of 
sizes carry a little more. lk ancy styles 
we mark a little stronger. We keep 
away from, so-called, trick patterns. 
No one ever made a nickel on any of 
them. 

We centralize on stock shoes for our 
volume and have such shoes and sizes 
that we cannot get from stock, made 
up. By following this method, we have 
managed to get nearly a four times 
turn-over in our children’s departments 
and one-eighth times in our boys’ de- 
partment. 

We believe you can do the same, per- 
haps some of you are doing better. We 
are constantly trying to do better with- 
out sacrificing our stock of sizes so as 
to handicap us in rendering fitting ser- 
vice. 

We cooperate with the local doctors 
and carry a line of special feature 
shoes that they approve and recom- 
mend. This is not a nuisance, as one 
might suspect, but is one of the funda- 
mental parts of the children’s business 
today. 

You probably would like to know 
what we do as to advertising. We use 
the newspaper, direct mail and novel- 
ties such as marbles, pencils, pencil 
boxes, yo-yo tops, ete. These cost from 
four cents to eight cents, and believe 
me, the children remember these little 
courtesies. 

I believe that the following things 
are the basis of all profit-making chil- 
dren’s departments: Good merchandise, 
a_genuine knowledge of children’s shoes 
and..children’s foot problems, a fair 
mark-up—a mark-up well above the 
cost of doing business—constructive 
advertising and concentrating on stock 
shoes as far as possible, and last of all, 





Adds In-Stock Service 


AUBURN, ME—Dyer & Hall, manu- 
facturers of women’s high grade 
“Compo” dress shoes, are announcing 
to the retail trade of the entire United 
States the addition to their business of 
a comprehensive and fully developed 
line of stock shoes. Salesmen are now 
in their territories and catalogs are 
ready for showing 1931 late spring and 
summer novelties. 

The following salesmen have been 
engaged and are in their territories: 
Goodman Yorkin, Harrison Gates, Irv- 
ing Butt, Claude Sheldon, Fred Hardy, 
Lawrence Lewis, John Lightsey, Hugh 
Brown, Reeve Bokemeir, Max Scheif- 
fele and Sam Lehman. 

Sales Manager Frank R. Cahill says 
that it is the intention to cover all sec- 
tions of the country thoroughly, and 
that more salesmen will be engaged 
from time to time. A decidedly fast 
and timely stock service is promised. 

Mr. Cahill, who recently became as- 
sociated with Dyer & Hall to head their 
sales and merchandising organization, 
has had a wide experience in shoe sell- 
ing and has been prominently and suc- 
cessfully associated with several of 
America’s most outstanding shoe manu- 
facturers and merchandisers. 
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but the most- important, sell something 
more than price. We have talked price 
so much in the shoe business that many 
of better grade stores and factories 
have been forced out. Don’t let price 
alone determine the children’s shoes 
you buy—look for special features that 
you can talk about, and sell these ideas 
and see how easy it is to get your just 
margin and profit. 


Louis Gordon Recovering 
from Injury 


NEW YorK — The many friends of 
Louis W. Gordon, president of the 
Deauville Import Corporation, will be 
glad to know that he is recovering 
rapidly from the effects of an injury 
which he received recently when he 
was thrown from a horse. 

Mr. Gordon, who is an enthusiastic 
and expert rider, was ruptured in the 
fall and last week he underwent an 
operation at a local hospital. He is 
believed to be well on the road to re- 
covery and will soon be able to return 
to his desk and resume his active duties 
as executive of the Deauville organiza- 
tion. 


Frederick R. Landmaid Dies 


PeaBopy, Mass.—F rederick Raymond 
Landmaid, of the Essex Tanning Com- 
pany, died last week at the Salem Hos- 
pital, age 36 years. He was born in 
Salem and was superintendent of the 
Essex tannery. During the World War 
he served in the 102nd Field Artillery. 

Mr. Landmaid is survived by his wife 
and small son, his father, William T. 
Landmaid, founder and treasurer of the 
Essex Tanning Company, and _ his 
brother, Harold V. Landmaid, president 
of the Essex Tanning Co. 


Organizing a Standard Size 
Schedule 


[CONTINUED FROM PAGE 33] 


To indicate even more clearly how 
the ratio of middle sizes to outside 
sizes has been preserved in all these 
schedules, the figures below summarize 
the various steps from the original 
295,780 pairs and 140 sizes to 39 pairs 
and 32 sizes. 

8Cen- Out- 


Total Total ter side 
Pairs Sizes Sizes Sizes 

Original 

schedule 295,780 140 93,031 202,74) 
Schedule A 2,909 83 926 = =1,983 
Schedule B 272 49 91 181 
Schedule C 64 37 23 41 
Schedule D 89 32 14 25 

Although this entire experience is 
based upon sales in stores where there 
is a definite effort to properly fit feet 
with sizes and widths, there is never- 
theless a lesson in these same figures 
for the stores which do not attempt to 
carry out the equipment of widths as do 
the medium and higher price stores. 
Disregarding widths entirely, the orig- 
inal 295,000 pairs shows that 81 per 
cent of the sales were made on sizes 5 
to 7% inclusive, and that sizes from 
4% down were only 9 per cent of the 
total and from 8 up were only 10 per 
cent of the total. 
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STYLING 


ERE are three new numbers in 

the Tupper line of soft sole 
slippers, a line sold to and approved 
by America’s foremost merchants. 
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for the Spring Season 
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Get your share of the Riding 
Boot business this Spring. 
We have in stock the most 
diversified line oi quality 
boots on the market for men, 
women and children in a 
complete range of popular 
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prices. ) No. 399—Women’s Kid ‘‘Leisure’’ Stepin. Com- 
~{ bination Patent Leather Quarter with contrasting 

- LF colored kid vamps and novel interlaced design on 
Write for LF vamp. Lined throughout with Pastel shades of kid. 


Our Illustrated 
Catalog B-11 
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Also Our 
Special Woven 
Oxford Circular 

B-6 
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No. 695—Women’s Colonial Hostess Slipper made 
with combination Patent Leather Quarter and con- 
Underlayed perfora- 


ru strasti 1 1 kid v k 
Colt-Cromwell Co., Inc. Pu tiene. "Tuspoter lining ‘eS aie vamps. 
Est. 1899 i 


1239 Broadway . New York City 


424 So. Broadway, Los Angeles, Calif. 
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—_ $7.50 S ) $8.50 a . 
SH ES ru No. 8375—Combination Crepe Pattern made with 


RETAILERS 4 slack Crepe Quarters and heels and constrasting 
colored crepe vamps with crepe linings to match. 
Gold Kid side Ornament. 


RETAILERS 


IN STOCK 
Brown Suede 


Gen. Calcutta Liz. 


Trim ; AN 


D 
Black Suede # 
Gen. Rajah Liz. Trim i! COMPOS 
Satin Mat Kid 


ew Gen. Calcutta Trim 


Combination Last AAA to D 
“MADE IN PHILA. BY MASTER CRAFTSMEN” 


C. S. GIBBON CO., Inc. 
= 54 No. 4th St., Phila., Pa. 
x Send for Catalog 
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Hard Sole slippers! Tupper has com- 
pleted arrangements for the manufacture 
of a Compo Process line. Samples are 
ready for distribution. Send for one and 
you will find the same quality and value 
that have made Tupper soft soles 
famous. Just drop us a line and see for 
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New Edition 
Shoe and Leather Lexicon 


We are ready to take orders for at once delivery 
of the new and revised Shoe and Leather Lexicon. 
This handy book of the trade is in its sixth edi- 
tion, over 100,000 copies now in use. Price 50 
cents. 


Boot and Shoe Recorder TUPPER SLIPPER CORP., 200 Tillary St., Brooklyn, N.Y. 
239 West 39th St. New York, N. Y. 
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WHERE TO BUY 


Women’s Shoes 
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“CZECHO” BRAIDED SANDALS 
Reg. U. S. Pat. Off. - 





McKay 


Popular Priced a 
Better Grades Moulded 
Soles 


THE R. STERN CO. 


203 Fourth Ave. New York 

















saga oe recognized as the acme of 


utility sh 
A product of 


SHAFT-PIERCE SHOE CO., Faribault, Minn. 








Ultra-Smart Sandals 
ae” > 
Unusual 
Profits 
Write direct 


BIARRITZ SANDALS, INC. 
83 West 27th St. 








York 
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WHERE TO BUY 


Slipper Ornaments 
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of Every Description for 
Boudoir Slippers 


Re a tence ~ vilenleetpgedltne | 





Selid colors in stock 


HY-GRADE SLIPPER SUPPLY CO. 
608 Broadway New York City 





















Shoe Fashions Shown in South 





[CONTINUED FROM PAGE 19] 


dyed more than 450 pairs and in addi- 
tion sent to an outside dyer an average 
of 25 pairs a week. They charge $2.00 
a pair for dyeing. 

(There is no reason to supose. that 
one set of dyes and one method of ap- 
plication can be successful with crepes, 
satins, failles, moires, brocades, linens, 
cottons and shantungs. Nor is it rea- 
sonable to blame the manufacturer 
when things go wrong. If more re- 
tailers were in Miller’s position, that 
is, retailing the product of their own 
factories, they would follow his exam- 
ple and adopt dyes adaptable to the 
fabric used, and incidentally increase 
their sales. ) : 

Each shop seems to have its favorite 
fabrics. One new and attractive fabric 
is constructed of cotton with a combi- 
nation of close and open work net weav- 
ing, and is being featured by both Bon- 
wit Teller and Slater. The net, or open 
work, section is generally put in the 
vamp and the shoe made without a 
vamp lining. The result is a light, 
airy, comfortable shoe that has every 
indication of wear. 

Bonwit Teller is also showing an at- 
tractive fabric in white, as well as nat- 
ural, with a vinelike embroidery in pas- 
tel colors. These shoes are made with- 
out leather trimmings in pumps, oxford 
ties, sandals and open shank straps. 

Another new fabric is sponsored by 
Miller. It resembles white buck from 
a distance, dyes very beautifully, and 
has won favor. It is featured in the 
popular afternoon types — oxford tie, 
sandal and pump. This fabric is well 
worth watching. 

Delman sponsors dyeable plain lin- 
ens, leather trimmed. Joy Thorpe 
show dyeable shantungs, also trimmed. 
Saks is showing underlayed eyelet em- 
broidered linen vamps in pastel colors, 
as well as a plaid effect with wide 
spaced lines of various pastel hues. It 
is being shown in both a pump and 
sandal without trimmings and gives a 
very novel effect. 





Texas Officers Guests of 
Washer Bros. 


Fort WortH—The Texas Shoe Re- 
tailers Association officials and busi- 
ness executives of Fort Worth, includ- 
ing a number of the visiting shoe men, 
were the guests of Leon M. Gross, 
president of Washer Bros., leading 
store of Fort Worth, at a breakfast 
held in the Fort Worth Club. 

Among the prominent shoe men who 
were present were: W. D. F. Gibson, 
E. P. Reed & Company; Buford H. 
Jones, Dunn & McCarthy; Arthur S. 
Harding, Dodge, Bliss & Perry Com- 
pany; A. L. Lay, Pennant Branch of 
International Shoe Company; Edward 
Hyde, International Shoe Company; E. 
W. Kaltenbach, Johansen Bros. Shoe 
Company; Fred F. Field, Jr., Brockton, 
Mass.; Lou Tuffly, Houston, Tex.; R. 
K. Barton, St. Louis, Mo.; Leon Baker, 
Fort Worth, Tex.; Carl Mueller, Aus- 
tin, Tex.; Herman Harrison, Chicago, 
Ill, and George E. Gayou, Boot & 
SHOE RECORDER, New York. Lee Lang- 
ston presided as toastmaster. 


58 











Miller, Slater and Bonwit Teller are 
showing pastel doeskins or suede. 
They are beautiful, of course, and are 
very well adapted to resort wear where 
the purchaser can, and does, satisfy 
her style appetite by owning a pair of 
shoes to match each gown. A sale of 
from ten to fifteen pairs at a sitting is 
not unusual. 

The white kid shoe is always in style 
and is selling in dressy types as well 
as the complement of the all white 
costume. Reptiles are used sparingly 
as trimmings. Brown and black alli- 
gator are very effective on white buck. 
Apparel colors tend strongly to the 
pastels, with green in the lead, followed 
closely by blue, pink and yellow. A 
pink gown is set off beautifully by a 
pastel blue shoe, bag and hat, while all 
white is a big feature in alligator 
lizard or plain calf or fabric. 

There is a distinct tendency toward 
the round toe, close coupled continental 
last in 20/8 heel sandals, pumps and 
open shank straps. 

Black, dark blue, swagger brown and 
similar colors, while out of place at 
these resorts, have a very definite place 
in other sections of the country for 
spring selling. 


Evening 


1—Sandals 
2—Pumps 
3—Open shank straps. 


Some very beautiful evening shoes 
were shown in trimmed dyeing fabrics, 
as well as gorgeous paisleys. 

In reading the above, don’t overlook 
the fact that the weather was warm, 
and your Florida tourist was taking 
advantage of the sun’s generosity to 
array herself in the height of sum- 
mer fashions. Other sections of the 
country present other problems to the 
shoe retailer, and he must interpret 
this report with his own district in 
mind. 

A beautiful and fashionable shoe is 
saleable the country over, however, 
and Palm Beach leads the nation in 
presenting them to a very critical clien- 
tele. The style they accept today is 
perhaps your fashion tomorrow. 





Ask Two-Cent Mileage Fare 


Fort WorTH, TEx.—The Southwest- 
ern Shoe Travelers’ Association, meet- 
ing in Fort Worth Feb. 9 and 10, passed 
a resolution requesting a two-cent rail- 
road rate on mileage books and good 
Pullman cars, with a second resolution 
asking for a revision on hotel rates 
both for day rates as well as twenty- 
four hour periods. The following offi- 
cers were elected at the final session: 

President, L. L. Cobler, Dallas, rep- 
resenting Ideal Shoe Manufacturing 
Company, Milwaukee; vice-president, 
Ed. Keleher, San Antonio, Selby Shoe 
Company, Portsmouth, Ohio; secretary- 
treasurer; W. T. Mitchell, San Antonio; 
Julian Kokenge, Cincinnati; directors: 
M. H. Kasindorf, Golo Slipper Com- 
pany, New York; Harvey Hunter, Dal- 
las, Capitol Shoemakers, St. Louis; 

J. Buckley, Dallas, The Menihan 
Company, Rochester. 
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THE GERMANS 
HAVE A DIFFERENT WAY 


OF SAYING IT... . 
majestatsbeleidijung 


but it amounts to 
the same thing 


HIGH TREASON 


vv Vv 


Betrayer of trust, traitor, call it what 
you will, you can’t deny that some shoe 
laces are guilty—laces which look all 
right (when they’re new) but which fall 
down when there’s real work to be done. 


Giving a customer an extra pair of laces 
doesn’t compensate for the embarrass- 
ment of one that snaps in the middle 
of an important business conference— 
or in a hundred other annoying situa- 
tions. 








(briefly ) 

 ] 

thes Equip him with 
LACES 


look like leather 
le eases and CORDO-HYDE 
stay tied 
THE LACE MADE TO DEFEND THE HIGH REPUTATION 


harmonize with OF GOOD SHOES TO THE LAST STEP 
the shoe 


\e wear like iron w) 


O. A. MILLER TREEING MACHINE COMPANY - BROCKTON, MASS. 
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WHERE TO BUY 


Children’s Footwear 


SA OF 8 EE ere 








High Grade Goodyear 
Welt Shoes in Stock. 


Wiswell-Santry Shoe Mfg. Co. 
Cedar Grove, Wis. 








Children’s Fine Goodyear Welt Shoes 


Made by 
THE GILBERT SHOE Co. 
THIENSVILLE, WS. 











WHERE TO BUY 


Shoe Accessories 


Ci eli edi eli i i eli id 


EASE CALLOUSES with 
IDEAL FELT 


Metatarsal Buttons 


Specifically shaped, they are 

rective. Three sizes, small, medium, 
and large. Also Chiropodists’ felt, mixed and all wool. 
One pound papers of %”, %” and %”. net 
Security Shoe Finding Mfg. Co. ine. 
8. WELLS ST. CHICAGO 


cor- 








Production Declined 15.9 
Per Cent in 1930 


Washington, D. C.—Total production 
of shoes for 1930 in establishments re- 
porting to the Department of Com- 
merce was 304,169,748 pairs, a decrease 
of 57,232,435 pairs, or 15.9 per cent 
from 1929. Among the principal classes, 
the production of men’s leather boots 
and shoes decreased 18.6 per cent; boys’ 
and youths’, 19.4 per cent; women’s, 
14.2 per cent; misses’ and children’s, 
19.8 per cent; infants’, 21.9 per cent; 
athletic and sporting, 2.3 per cent; satin, 
canvas and other fabric, 16.9 per cent; 
slippers.and moccasins for house wear, 
4.4 per cent, and barefoot sandals, play 
shoes and all other footwear, 16.8 per 
cent. 

The establishments included in this 
summary manufacture more than 98 per 
cent of the total output of footwear, 
other than rubber, in the United States. 
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WHERE TO BUY 
Riding Boots 


RIDING BOOTS 
IN-STOCK 


For Men, Women and 
Children—also 
Jodhpurs and Field 

Boots. 


Write for catalog. 


CONN = 
3. CHOE coke 














Canadian Production Declined 
214 Millions in 1930 


MONTREAL—Total production of lea- 
ther footwear in Canada in the twelve 
months ended Dec. 31, 1930, amounted 
to 17,087,382 pairs, compared with a 
total of 19,547,830 pairs in 1929. 

Imports of footwear with leather, 
canvas and felt uppers during Decem- 
ber amounted to 50,444 pairs, compared 
with 123,396 pairs in the preceding 
month, and 66,664 in December, 1929. 
For the calendar year 1930 the imports 
totaled 1,430,896 pairs, compared with 
1,452,521 pairs in 1929. 

The number of pairs of Canadian- 
made leather footwear exported in De- 
cember, 1930, was 2,472, compared with 
2,677 in November and 3,450 pairs in 
December, 1929. The total exports for 
the year 1930 amounted to 79,340 pairs, 
compared with 99,247 pairs in 1929. 


Increases Production 


BostoN—The New England Tanning 
Company is increasing its production 
te meet the increasing demand for black 
calf 





Samuel Schwartz Dies 


FALL RIVER, MASS.—Samuel 
Schwartz, who for the past 41 years 
has conducted a shoe store at 1648 
Main St., died Feb. 2. Funeral ser- 
‘vices were attended by representative 
city and county officials, while many 
stores closed for an hour out of respect. 
The deceased was a member of many 
fraternal and church societies. The 
business is now being conducted under 
the same name by his wife, Alia 
Schwartz, who has been actively en- 
gaged in the shoe business for over 20 
years. 


Grays in Boston 


BostoN—Gray oxfords and pumps 
have appeared in new spring lines in 
conservative stores of Boston, not the 
familiar gray of former seasons, but 
new grays such as those touched up 
with beige, or the “Vionnet” gray, or 
a gray that’s toned down with brown. 
Some of these shoes are in two tones of 
gray, the dark and the light, and others 
| are trimmed with contrasting colors. 








State 


United States 
Illinois 

Maine 
Massachusetts’ 
Missouri 

New Hampshire 
New York 

Ohio 
Pennsylvania 
Wisconsin 

All other States 


pairs. 





Total 
304,169,748 
21,392,976 
14,616,311 
69,510,470 
40,424,640 
20,743,332 
69,041,978 
11,280,099 718,151 
13,211,846 
16,007,089 
27,941,007 

* All other footwear (63,827,381 pairs) includes infants’ footwear, 18,558,347 .pairs; athletic and sporting 
shoes, 1,728,296 pairs; shoes (principally women’s) with satin, canvas and other fabric uppers, 2,593,197 pairs; 
slippers for house wear, 34,994,307 pairs; and barefoot sandals, play shoes and all other footwear, 5,953,234 


Production of Boots and Shoes in the United States, by States and Principal Classes, 1930 
NUMBER OF PAIRS 


Boys’ and 
Youths’ 
18,530,222 

985,968 
573,276 
2,309,972 
4,884,079 
7,989,558 
3,954,567 
598,748 
1,479,090 
992,073 
762,891 


Men’s 
77,146,803 
2,949,022 
2,598,078 
17,558,177 
13,836,258 
8,032,128 
12,960,655 


2,168,687 
8,626,255 
7,699,392 


* Combined reports covering plants located in more than one state are submitted by some manufacturers. 
Statistics for Massachusetts and New York include a few plants located in other states, but such plants are 
not believed to be of sufficient importance to materially influence comparisons. 


Women’s 


112,628,838 
8,991,500 
8,469,057 

33,662,885 
15,675,855 
7,630,244 
19,203,274 
8,548,506 
2,565,791 
2,021,439 
5,860,287 


Misses’ and 
Children’s 


32,036,504 
2,830,092 
1,102,968 
4,502,513 
3,253,927 
2,322,362 769,040 
5,732,184 27,191,298 

928,117 486,577 
3,989,697 3,008,581 
2,654,864 1,712,458 
4,719,780 8,898,657 


All Other’ 
63,827,381 
5,636,394 
1,872,932 
11,476,923 
2,774,521 
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ACCURATE 


/ 











SHOES that conform to the original design must have 
heels that are uniform. Heels that are not uniform—that 
vary in measurements—do not fit the shoes and detract 


from their style and beauty. 
MEARS’ HEELS are the most uniform wood heels 


made. Exclusive machinery and methods insure accu- 


rate duplication of models. Variations which may affect Look for this 
trade-mark on every 


the style of the shoe are practically eliminated. heel seat 


Fred W. Mears Heel Company, Inc. 


AUBURN, MAINE ST. LOUIS, MISSOURI COLUMBUS, OHIO AUBURN. NEW YORK 


Associated Companies: 


Conway Wood Heel Company, Conway.N.H. Merrimack Wood Heel Company, Salem Depot, NH. 
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WHERE TO BUY 
Spats 


ages 
Ban ANORD >) (MALS eg 


GREATEST SPAT LINE 
OF THE INDUSTRY 
Tasiored just a little micer but priced 
! IMPERIA 
= - 





Registered Trade Mark 
With Manolis Spats 
and Shoe Ornaments you 
will advertise your name 
for the season of 1931. 
Attractive window dis- 
players given with or- 
ders. 
MANOLIS MFG. CO. 
4248 No. Crawford Ave. 
Chicago, II. 


le ie ee 


WHERE TO BUY 
W ork Shoes 








STOCK 
id ss~ 


‘or Service 


oe Oe ee oe te eee, 


WHERE TO BUY 


Shoe Forms 


made of white, 
transparent or colored 


oe aeons 7 FAIRYLITE 
Shoe Form Co.,Inec., Auburn, N. Y. 
AE I SS <A TT 


WHERE TO BUY 


Store Fixtures 


hy L's ) ( IPY OF THE | 
NEW GOODWIN CATALOG | 
of SHOk STORE FIXTURES 
ir RE INSTALLATIONS | 
) WIN & CO Ir | 





On the Selling End 


News of the Shoe Travelers and Sales Activities 


P. LYNCH, who sold shoes on the 
e road for many years and later 
sold boxes for Hoague, Sprague Corp. 
of Lynn, has been at the Baker Memo- 
rial Hospital in Boston where he under- 
went an operation for appendicitis. 
J W. CRIST, of Montgomery, Ala., 
« who was representative of the 
J. J. Grover’s Sons Company for the 
past twenty years, is to cover the en- 
tire southern territory with the line 


made by the Pontiac Shoe Manufactur- 
ing Company of Pontiac, II]. 


HE Bresnahan Shoe Co. is operat- 

ing at capacity and is sold ahead 
for as far as it cares to sell ahead. 
When asked how it happened, “Bill’’ 
Bresnahan replied: “Well, those orders 
didn’t walk into our factory. We had 
to go out and get them.” 


AROFALO BROS. SHOE CO., Inc., 
Brooklyn, N. Y., has announced 
that Herbert S. Eyre is now connected 
with them in their sales department. 
Mr. Eyre will travel the Middle West 
territory frequently so as to meet the 
requirements of his customers. 


ARRY V. NICHOLS is now cover- 

ing the New England states with 
the new line of Walter W. Collins Shoe 
Company, of Milwaukee, Wis. Mr. 
Nichols is calling on the retail trade, 
selling men’s popular priced shoes. 


A E. BEZOIER, who has been rep- 
e resenting the Blum Shoe Com- 
pany of Dansville, N. Y., on the Pacific 
Coast, is now with the Dolgeville Slip- 





per Company of Dolgeville, N. Y., suc- 
cessors to the Dolgeville Felt Shoe 
Company, recently operated by the 
United States Rubber Company. 

Mr. Bezoier will be general salesman 
over Wisconsin, Minnesota, North and 
South Dakota and Montana, having 
sufficient sales service to meet the de- 
mands of the territory. 

There will also be a well located 
salesroom in the Gateway Building in 
Minneapolis. 


‘Tae first annual get-together dinner 
and smoker of the Boot and Shoe 
Travelers Association of New York for 
the current year is scheduled for Fri- 
day, February 27, at the Hotel Mar- 
tinique. This affair has been under- 
written by a few members of the asso- 
ciation so that it will be without ex- 
pense to the individual members of the 
association, which under an intensive 
membership drive in progress since last 
November has increased its roster to 
around 160. 

Larrie H. Sass, new president of the 
association, is working out a number 
of plans for new activities of the asso- 
ciation, some of which will be revealed 
at the February dinner. 

The executive committee of the asso- 
ciation recently sent a letter to T. A. 
Delaney, secretary of the Nationa! 
Shoe Travelers Association, protesting 
against the holding of a shoe style show 
in New York, by outside interests, at 
the time of the fall style conference in 
April. The letter also urged that the 
N. S. T. A. take a stand in opposition 
to this show, which has been condemned 
by the National Boot and Shoe Manv- 
facturers Association and the National 
Shoe Retailers Association. 





They Sell Shoes for Stout Women 








The Nu-Way, Shoe Co., specializing in style shoes for stout women, formally opened 
its new salesrooms at 142 Duane St., New York, on Feb. 4th. The business was 


organized 12 years ago by David Ruby and Herman Schwartz. 


Photograph shows 


the sales staff posed with Jolly Irene, Nu-Way model who has appeared at various 

conventions. Salesmen for the company include the following: Harry Ruby, Maxwell 

Goldreyer, Herman Becker, Al Sonker, Nathan Goldman, Victor V. Augustine, Al 

Schwartz, S. Rosenthal, J. Pappock, Max Friedman, Mack Gluck, John J. Schaefer, 
Charles Arneel and Owen Hull. 
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FOR RENT 


FOR RENT 


BUSINESS OPPORTUNITY 











FOR RENT 





This Fine Up-to-Date Shoe Factory Recently Occupied by 
The J. I. Melanson Sons Corporation 


Business just liquidated to close estate. 
Fine location, five minutes from business center. Labor conditions ideal. 
Rent very reasonable in whole or in part. About 70,000 feet floor space. 


ADDRESS AT ONCE: 


GEORGE A. HASTINGS, PRES. 
North Adams Industrial Company, North Adams, Mass. 





Light, airy, in pink of condition. 





INDEPENDENT 
SHOE MERCHANT 
WANTED- 


To establish high grade shoe store 
in thriving Midwest college com- 
munity of 15,000 people. Outlook 
bright; competition just enough to 
make things interesting. Educa- 
tional opportunities for children 
unexcelled. To be able to insure 
community support this merchant 
must be progressive, ambitious, 
honest and able to finance project. 


Address Chamber of Commerce, 
care Boot & Shoe Recorder, 209 
South State St., Chicago, Illinois. 








WANTED TO PURCHASE 

















Shoe Department for rent in cash 
store in Michigan City of 100,000, han- 
dling $5, $10, and $15 dresses and $15, 
25, and $35 coats. Good corner loca- 
tion. We own building. Responsible 
operators only. State full particulars, 

ce required, first letter. Address 
G-344, care Boot & Shoe Re- 
corder, 239 West 39th Street, 
New York, N. Y. 














POSITION WANTED 





HOE BUYER—Twelve years’ experience; 31 

years of age; best of references. Address 
C-346, care Boot & Shoe Recorder, 209 So. 
State St., Chicago, Il. 





MANAGER AND BUYER. Young man, 10 

years’ experience of the finest. Formerly 
connected with high class 5th Avenue concern, 
New York. Can furnish references as to char- 
act and ability. Address C-355, care Boot 
. Fagg om. 239 West 39th Street, New 
or 


POSITION WANTED 





MANAGER, AND BUYER of Retail Shoe 
Dept. Six years’ experience in shoe de- 
partment as buyer and manager department 
store featuring general line shoes. ° Also wrote 
advertisements. Capable of taking rapid short- 
hand, experienced in advertising department 
newspaper. Qualified to do merchandising and 
styling. Will accept position regardless of 
geographical location. MISS TILLIE COHEN, 
_ Meadow Lane, care L. R. Light, Chicago, 


If you contemplate selling your 
entire or surplus stock com- 
municate with us. Prompt at- 
tention given. 
KIRSCH-BLACHER CO., INC. 
590 Broadway New York 
Phone Canal 6-4298 and 4299 











We will pay the best price for 
your surplus or entire stocks of shoes, 
general merchandise or department 
stores. Leases a 

Phone - - 

All matters statetiy anes. 


I. SIMON CO. 


101 Reade St., New York Gy 
Phone Worth 5922 








MERCHANTS’ NEEDS 








ORTHOPEDIC salesman and manager, ten 

years’ experience, make all types of foot 
appliances, window trimmer, stock expert, 30 
years of age. Address C-352, care Boot 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 





YOUNG MAN, age 30, live wire, covering 
small, medium large towns in California, 
New Mexico, Arizona, desires to hear from 
manufacturers. V. H. WEISS, 63 E. 69th 
St., Portland, Ore. 


Send Glace Sizes for Estimate 
Designs and No Obligation 


CAMDEN ARTCRAT Co. 160 N.Wells St. 


cliicALys 








39th Street, New York, N. Y. 





Factory and Sales Executive 


Years of successful experience manufacturing and selling 
men’s and boys’ shoes. Now open for position of responsibility 
with your present organization or can satisfy you of his ability 
to take complete charge of manufacturing and merchandising 
a “popular priced” line of men’s and boys’ shoes. 


Address C353, care BOOT & SHOE RECORDER, 239 West 
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| DISPLAY Fl F ir a 


SEGALLE SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 














MERCHANTS’ NEEDS 








M,O.POLLINGERQ. CO.! 
216 HOLLAND BLDG., ST. LOUIS, Mo. 





DARAGON 
Shoe Stretcher and Lengthener 


HE latest and last word. Will outwear twenty- 
Gve wooden Stretchers—in fact lasts a life-time. 
Three size Lasts with each machine. $15.00 thru your 
Shoe Finder or direct from us. 
LAING HARRAR & CHAMBERLIN Ine. 
Sole Agents 
43 North Third Street — Philadelphia, Pa. 





Beers ios for Your Windows 
Futuristic Displays and 
Backgrounds 
Artificial Flewers, Vases. Windew —- 

i s, Settings, Scenes, oe 

ai ers, Ribbon Borders, Decorative Mn 
Fal bah tae Send Yor 'Famy Paver "Book 

, s. or 
Price Tickets. ati 
DAVE’S DISPLAY DECORATIONS 





118 West Broadway, New York 








MONIC LAIR 


FRoomand || 49h to 50th Sts. 
Lexington Ave. 
NEW YORK CITY 


800 Rooms 


Each with Tub 
and Shower 


Radio in Every Room 





per day = 
Special Mon 
and Yearly Ra tee 


beeen: ms! 
3 minutes’ walk from Grand Central. Times 
Square, | Fifth Avenue yy important 


shops and 
Sees. 10 minu.es =~, on 




















Brown Co. Increases Factory 
Space 


PEABODY, Mass.—The Brown Com- 
pany is taking more space at 17 Spring 
Street and is fitting up to make a con- 
siderable increase in its production of 
“Onco,” the use of which is said to be 
increasing in shoes and other goods. 
The sheets are given any fashionable 
finish, like morocco, pig grain, water- 
snake and so on. 


MERCHANTS’ NEEDS 








=| Rolling Step Ladders 
~~ Enable you to reach your 
highest shelves conveni- 
ently. 
They last a lifetime 
and 


-Are made in any style, 
pe or size to fit any 
kind of shelving. 


Write for general catalog 
and let us suggest the 
best ladder for your use. 


Milbradt 
Manufacturing Co. 
Established 1898 
2416 No. 10th Street 
ST. LOUIS, MO. 








Lawrence Beacon Guides 
Flyers 


PEABODY, MAss.—The A. C. Law- 
rence Leather Company has erected a 
beacon on the roof of its administra- 
tion building as a guide to flyers in 
the night. This beacon, a sign of 
“Lawrence Leather,” each letter being 
6 ft. tall, and the whole extending a 
distance of 84 ft. along the roof, is 
lighted by twelve powerful electric 
glares. It is 103 ft. above the level 
of the street. 


Celebrates 80th Birthday 


ROCHESTER, N. Y. (UTPS)—HEighty 
years old and still on the job! John 
H. Kinne, secretary of C. P. Ford & 
Company, Rochester shoe manufactur- 
ers, celebrated his. birthday by being 
at his desk as usual. Aside from the 
congratulations of friends and associ- 
ates, the day was no different from 
any other. Mr. Kinne has been asso- 
ciated with the firm since 1870, be- 
ginning there as a foreman. 





HOTELS 





The Home Hotel 
of New York” 


Homelike in service, 
appointments and lo- 
cation... away from 
noise and congestion, 
yet but a few minutes 
from Times Square... 
garage facilities for 
tourists. 


Room and Bath from 
$3 single $4 double 
500 Rooms 


Home folks will 
like this hotel 


HOTEL 
BRETTON HALL 


BROADWAY at 86th ST. 
= NEW YORK 


HOTELS 


HOTELS 





aeee., 
a mm | 


, 


HOTEL 


68 


1931 


RATES 


Same Prices for 1 or 2 Persons in a Room 
ROOM, WITH USE OF BATH 
1.50 to 2.50 per day 
WEEKLY RATES FROM $9 UP 
ROOM, WITH PRIVATE BATH 
2.25 to 3.50 per day 
WEEKLY RATES FROM $14 UP 
Restaurant: Quality Food at’Moderate Prices 


MARTINIQUE 


#| BROADWAY, 32nd-33rd STS., NEW YORK 


we en ee ee ee ee ee 


Sees ss 
<n Ss 8 a 
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THE Business 
BAROMETER 


Business Changes 


ILLINOIS—Chicago—Richard Lowy (Rich- 
ard’s Dep’t Store) (5832 W. Chicago Ave.) ; 
boots; shoes, etc.; liquidating. 

INDIANA—Anderson—Hoyt Wright Co., Inc. ; 
boots, shoes, etc.; incorporated. 

MAINE — Bowdoinham — Philip C. Nealey; 
boots, shoes, etc.; reported liquidating. 

MASSACHUSETTS—Athol—Pike-Esten Shoe 
Co.; manufacturers; name changed to Anwelt 
Shoe Manufacturing Co. 

Boston—Armour Shoe 
boots and_ shoes; _ inc. 
$50,000. 

Bresnahan Shoe Co.; manufacturers; capital 
stock increased by $45,000. 

Goldsmith Shoe Co.; boots and 
cently incorporated. 

Cambridge— New Balance Arch Co., 
manufacturers; recently incorporated. 

Georgetown—Dustin Shoe and Leather Co., 
ne ; boots and shoes; inc. authorized capital 


$5, 
MICHIGAN—Manistee—Zaborowski & Jorgen- 
son; boots, shoes, ete.; reported liquidating. 
NEW HAMPSHIRE — Manchester — Jas. P. 


Co., Inc.; wholesale 
authorized capital 


shoes; re- 


Inc. ; 


Molloy Shoe Mfg. Co., Inc.; succeeded by Morse 
& Molloy Shoe Co. 

NEW YORK—Geneva—The Fitzwater Shoe 
Store (502 Exchange St.); reported selling or 
sold out. 

New York City—Ben & Sally Theatrical Foot- 
wear, Inc.; boots and shoes; incorporated. 

Jacobson’s Juvenile Bootery, Inc. = Grand 
Concourse) ; reported selling or sold ou 

Mandel-Weiner Shoe Co. (104 Reade St.) ; 
wholesale boots and shoes; reported partnership 
dissolved. 

—— Triebitz, Inc.; boots and shoes; 
corporated. 

OK KLAHOMA—Stillwell—Cook & Etheridge; 
sor. shoes, etc.; inc. authorized capital 
11,9 

PENNSYLVANIA — a = & 
Rosenberg (50 N. 4th St.); shoe manufac- 
turers; partnership dissolved. 

VIRGINIA—Norfolk—Namie Z. Burton (Mrs. 
Ww. bn a , -&... and shoes; reported sold 
out to 
WEST VIRGINIA~-Charleston—M. A. Dixon ; 
boots and shoes; incorporated authorized capi- 
tal $5,000. 


in- 


Failures, Embarrassments, Etc. 


ALABAMA — Birmingham — M. Roseman & 
Son; boots, shoes, etc.; reported offering to 
compromise at 25 per cent. 

Lafayette—Spence Bros.; boots, shoes, 
reported petition in bankruptcy. 

Opelika—S. R. Solomon; boots, shoes, 
ay petition in bankruptcy. 

RKANSAS —Camden—D. M. Kallsnick 
(“Beaton Store”) (101 S. Adams St.); boots, 
shoes, etc. ; :, reported offering to compromise at 
25 per cen 

CONNECTICUT Bridgeport. L. Bernstein 
(1368 Stratford Ave.) ; and shoes; re- 
ported petition in bankrupte 

_— —- (138 e “Main St.) ; boots, 
shoes ported petition in bankruptcy. 

New Dritainn John Maranski (34 Broad St.) ; 
boots and shoes; reported petition in bank- 


ruptcy. 

GEORGIA—Atlanta—Solomon Glustrom (116 
& 118 Decatur St.); boots, shoes, etc.; re- 
ported petition in bankruptcy. 

Ball Ground— A. J. Lovelady Co.; boots, 
shoes, ete.; reported petition in bankruptcy. 

Griffin—Barney S. Haisfield; boots, shoes, etc. ; 
reported petition in bankruptcy. 

LaGrange—(also Roanoke, Ala.) Enoch Gold- 
man; boots, shoes, etc.; reported petition in 
bankruptcy. 

ILLINOIS—Chicago—Max C. Gumm (8401 
Burley Ave.) ; boots, shoes, etc.; reported ask- 
ing general extension. 

Carlton Bootery (5626 Ashland Ave.); boots 
and shoes; reported petition in bankruptcy. 

Benjamin M. Young (3550 W. 16th St.); 
boots and shoes; reported assigned. 

air ad cntonal S. Houtzer; boots and 
shoes ; rted assign 
LOUISIANA—New Orleans—Philip Tankel ; 
boots and shoes; reported petition’ in bank- 
ruptcy. 

MARYLAND—Baltimore—Carland Shoe Mfg. 
Co.; reported receiver applied for. 

MASSACHUSETTS — Boston — Phoenix Shoe 
Mfg. Co.; reported petition in bankruptcy. 

Chelsea—Beauty Shoe Co.; manufacturers; 
reported assigned. 

Colemnes -- Mikes & Bobowski; boot and 
shoes; reported assign 

(“Miller’s Dep’t 
reported offering 


etc. ; 


etc. ; 


ed. 

Fitchburg — Morris. Miller 
Store”) ; boots, shoes, etc. ; 
to compromise at 25 per cent. 

MI Dearborn — Ed. C. Rieth (4822 
Schaefer Bldg.) ; oo shoes, etc.; reported 
Petition in bankru 

MISSISSIPPI—Hattiesburg—M. Shor; boots, 
shoes, etc.; reported petition in bankruptcy. 

Sam Pescoff; boots, shoes, etc.; reported pe- 
tition in bankrup itcey. 

"MISSOURI—St. Ceci (also branches)—Bent- 
ley Chain Stores, Inc.; , Shoes, etc.; re- 
Ported petition in bankrup tey. 

oe W HAMPSHIRE —Claremont—O. S. Traf- 

; boots and shoes; reported assigned. 

NEW JERSEY—Union Cit-—Barney Roth 
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(507 Bergenline Ave.); boots and shoes; re- 
ported called meeting of creditors. 

NEW YORK—Brooklyn—L’Giant Shoe Mfg. 
Co., Inc. (254 Wallabout a; reported called 
meeting of creditors for Feb. 

Samuel Segel (“Jac and Sy”) (19 Sutter 
Ave.) ; boots and shoes; reported assizned. 

Mt. Vernon—C. Asch (4th Ave. corner 2nd 
St. 3 ; boots, shoes, etc.; reported assigned. 

New York City—Harris Cohen (1333 S. 
Boulevard); boots and shoes; reported called 
meeting K. creditors for Feb. 9. 

Mrs. Lena Gordon (2284 Amsterdam Ave.) ; 
boots, shoes, etc.; reported assigned. 

De Luxe Mfg. Co. (133 Wooster St.) ; slipper 
manufacturers; reported called meeting of 
creditors for Feb. 6. 

Michael Schwartz (3668 White Plains Ave.) ; 
boots and shoes; reported called meeting of 
creditors. 

Yonkers—William Weiss (80 Riverdale Ave.) ; 
boots and shoes; reported assigned. 

NORTH CAROLINA—Faison—L. Taylor & 
Son; boots, shoes, etc.; reported petition in 
bankruptcy. 

Greensboro—Dan Hooker; boots and shoes; 
reported offering to compromise. 

Selma—W. B. Godwin (“Godwin’s’’); boots, 
shoes, etc.; reported petition in bankruptcy. 

OHIO—Cleveland—Meyer Gerdy (5615 Wood- 
land Ave. and branches); boots, shoes, etc.; 
reported petition in bankruptcy. 

Cecil Greenberg (5701 Fleet Ave.); boots, 
shoes, etc.; reported petition in bankruptcy. 

Adolph Reich (‘Center Dry Goods’) (9001 
Buckeye Road); boots, shoes, ete.; reported 
petition in bankruptcy. 

Joseph H. Rose (12204 Mayfield Rd.) ; boots 
and shoes; reported petition in bankruptcy. 

Rittman—Isador Sass; boots, shoes, etc.; 
reported petition in bankruptcy. 

OREGON — LaGrande — Westenhaver, 
boots, shoes, etc.; reported assigned. 

et ee Bros.; boots, shoes, 

ported assigned. 

re PENNSYLVANIA—Harrisburg—Rashinsky & 
Baer (32 S. 4th St.); boots, shoes, etc.; re- 
ported offering to compromise at 40 per cent. 

Pittsburgh—Abe Lippard; boots, shoes, etc. ; 
reported petition in bankruptcy. 

Bernard Hirsch; boots, shoes, etc.; reported 
petition in bankruptcy. 

Wilkinsburg—Manhattan Shoe Co.; wholesale 
boots and shoes; reported petition in bank- 
ruptcy. 

TEXAS—Dallas—C. E. Stone Co.; boots, 
shoes, etc.; reported petition in bankruptcy. 

Dallas Dry Goods Co., Inc.; boots, shoes, 
ete.; reported petition in bankruptcy. 

Mexia—Jackson-Hendrix, Inc.; boots, shoes, 
etc.; reported petition in bankruptcy; reported 
receiver appointed. 

UTA —tegen—Denbar & Hyde (155 N. 
Main St.); boots, shoes, etc.; reported conven’ 

WISCONSIN—Appleton (also Kaukauna)—M 


Inc. ; 


etc. ; 
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Latest Reports of New Stores, 
Failures, Embarrassments and 
Bankruptcy Proceedings 


Gasway & Son; boots, shoes, etc.; reported pe- 
tition in bankruptcy. 

Milwaukee—Robert L. Ripple (1046 Teutonia 
Ave.); boots and shoes; reported petition in 
bankruptcy. 


New Shoe Stores 


Florence, S. C.—M. & R. Stores. 
Aloha, Ore.—Aloha Mercantile Co. 
Chicago, Il. —M. Sneidman, 2216 W. Madison 


* aayfeld, Ky.—Floyd Cloar, 6th & South Sts. 

Bowling Green, Ky.—Freitag Department 
Store. 

New York, N. Y.—Herman Triebitz, Inc. 

Youngstown, Ohio—Brody Shoe Co. 

Anderson, Ind.—Hoyt-Wright Co. 

New York, N. Y.—Fashion Footwear Co., 191 
Delancey St. 

Charles Town, W. Va.—Wm. M. Jones. 

no Me.—Harry L. Stern, 93 Main 


sg Va.—Exchange,’ Inc. 
Richmond, Ky.—Ed. Marcum, Main & Estill 


ve. 
Hemingford, Neb.—J. E. Kennedy. 
Nashville, Tenn.—Boston Shoe Store. 
Auburn, Me.—Thomas G. Plant, Inc, 
, Cleveland, Ohio—Sachs Department Store, 
ne. 
Longview, Wash.—The Neilsen’s Stores, Inc. 
Grinnell, Iowa—George F. Schlue. 
Orangeburg, S. C.—Riggs & Smoak, Inc. 
Darlington, S. . K. Lunn & Bros., Inc. 
St. Stephens, S. C.—W. W. Smith, Inc. 
Owens, Va.—F. E. Summers, Inc. 
Hilton, Ore.—T. C. Elliot Co. 
Ashland, Ore.—Chas. Robertson, Main & 3rd 


Sts. 

Lyons, Neb.—H. H. Bigsby. 

Polo, Ill.—St. Louis Cash Store. 

lasgow, Ky.—Lehman Bros. 

Yellville, Ark.—Marion Merc. Co. 

Calumet City, I1l—Calumet Oity Depart- 
ment Store, Inc., 209 154th St. 

New York, N. Y.—Ben & Sally Theatrical 
Footwear, Inc. 

Earlsboro, Okla.—Wm. Ammerman Corp. 

Anadarko, Okla.—McCrainie’s, Inc. 

Lewistown, Mont.—Factory Outlet Co. 

New York, N. Y.—Evelyn Boot Shop, 8 
Church St. 

New York, N. Y.—Hamilton Rubber Foot- 
wear Co., 108 Duane St. 

New York, N. Y.—Pediforme Shoe Co., 2474 
Morrin Ave. 

Kingwood, W. Va.— Leader 
Stores, Inc. 

Teta 8. C.—Wolfe & Caughman Co., 


Philadelphia, 5544 
5th St. 


‘Union City, Ind.—Warren’s Store, Inc. 

Russellville, Ark.—Cowan-Goodwin Co., 

Racine, Wis.—Gly-Ders Footwear, Inc. 
Stillwell, Okla.—Cook & Etheridge. 

Maryville, Mo.—Smith Dry Goods Co. 

Genoa, Neb.—Walter Jacobson. 

Los Angeles, Cal.—So] Lessner, 526 S. Main 


Russell, Ky.—C. J. Yomack Store. 
s Newark, N. J.—Morris Beison, 261 Market 
e 

West Los. Angeles, Cal. 
11260 Santa Monica Blvd. 
Grundy Center, Iowa—Tieman & Claus Dud- 


J. W. Smith 
263 W. 


Department 


Pa.—Fel-Style Footwear, 


Inc. 


—A. Silver’s Shop, 


len. 

Lancaster, Ky.—Anderson Bros., 
Bldg. 
Muskegon, 
Western Ave. 

Mason City, Iowa—O. A. S. Johnson, Bene- 
dickson Bldg. 

Caldwell, Ohio—The Bargain Store, 
bia Hotel Bldg. 

Sumas, Wash.—R. M. Tripp, Cherry St. 

Portland, Ore.—Armishaw’s, Ltd. 

Salem, Ore.—Oregon Shoe Co. 

Grants Pass, Ore.—Cinderella 
Kent, shoe Mgr. 

Woodburn, Ore.—Woodburn Bargain Store. 

Athol, Idaho—Vandenberg’s. 

an Falls, Idaho—Alfonso & John S. Web- 


Mich.—Diamond Bros., 


Colum- 


Shop, Miss 


2307 W. Spo- 
2nd & 


Beattie, Wash.—Frank Louie, 
kane S 
Seattle, Wash.—J. C. Penney Co., 
Union Sts. (August). 
Los Angeles, Cal.—Majestic Shoes, Inc., Ltd. 





Boot and Shoe 
Recorder 
Serves in 


Getting More Shoes Sold Right; not 
only “more” but “right”; sold for the 
right purpose, to the right wearer, in 
the right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe merchants. 
The chief purpose of THe Boor anv 
Suoe Recorper is to help solve it; for 
this is the basic problem upon which 
depends the progress of the entire allied 
industries relating to shoes and leather, 
their production and distribution. 


A Buying Guide to 





BOOTS AND SHOES 


Alden, C. H., Co., Abington, Mass 
Athletic Shoe Co., Chicago, Ill 


Bass, G. H., & Co., Wilton, Me. 

Biarritz Sandals, New York City 

Bleecker Shoe Co., New York City 

Blog Shoe Findings Co., New York City. .44, 54 
Blue Ribbon Shoemakers, St. Louis, Mo.... 6 
Brooks Shoe Mfg. Co., Phila., Pa. 


Capezio, New. York Gity 
Chase, W. 8S., & Sons, Haverhill, Mass.... 52 
Chicago Theatrical Shoe Co., Chicago, Ill... 54 


Clapp, Biwin, & Sons, Inc., E. Weymouth, 
Mass. 


Pi seae Co., New York City 
Connell, J. M., Shoe Co., So. Braintree, 
Mass. 60 


Converse Rubber Co., Malden, Mass 
Crescent Shoe Co., New York City 
Crossett Shoe Co., Augusta, Me 


Ebberts, John, Shoe Co., Buffalo, N. Y..... 58 
Edwards, J., & Co., Phila., Pa 4th Cover 
Evans’, L. B., Son Co., Wakefield, Mass.... 52 


Fried, Lazarus, & Sons, New York City.. 45 
Friedman, B., Shoe Co., New York City... 4 


Gen, Go BP Piss 6 oso cn cc oe . 57 
Gilbert Shoe Co., Theimsville, Wis 

Green, Daniel, Co., Dolgeville, N. Y 
Greenwald Shoe Co., New York City 








IN THI 


REGULAR SELLING Must START 


SHOE FASHIONS SEEN AT SOUTHERN 
PROVING GROUNDS 


CHILDREN’S SHOES Pay ME WELL.. 
WHEN SHE GOES SAILING.......... 
PrRoposE NEW SIZE SCHEDULES 


FROM THE EDITOR’S ANGLE 
O. P. I. (OfHER PEOPLE’S IDEAS)... 
THINGS To Do EvEeRY DAY 


NEW STYLE TRENDS IN SOUTHWEST. 


IN-STOCK AND EASTER SELLING 


ORGANIZING A STANDARD SIZE SCHED- 
ULE . 


RO, IND 55 be 8:0 5.0 0 0 0504-050 i 
BUSINESS BAROMETER 


S ISSUE 


Clearances Have Run Their 
Course } 17 


And Forecast for Summer Sell- 
ing Up North 18 


By H. A. Alexander 20 
By Madame Hamilton Jeffries... 21 


Outstanding Merchants Discuss 
Juvenile Shoe Styles .. 22 


By Arthur D. Anderson 24 
By Harry R. Terhune 26 
Merchandising Calendar 

h 


Definite Tendencies Seen at Teaas 
Convention 


Time to Check on Stocks 


By Ernest A. Burrill 
What’s Doing Everywhere 


Changes, Embarrassments, New 
Stores ... 


Hill Bros. Co,, Hudson, Mass. 
Horwitz, Vincent, Co., New York City 
Hoyt, F. M., Shoe Co., Manchester, N. H... 5! 


Johnston & Murphy, Newark, N. J 
Kendall Shoe Co., Haverhill, Mass 


Laird, Schober & Co., Phila., Pa 
Levey Bros., New York City 


Marathon Shoe Co., ‘Wausau, Wis 
Midvale Shoe Co., £t. Louis, Mo. 
Morse & Rogers, New York City 


Natural Bridge Shoemakers, Lynchburg, Va. 39 
Nettleton, A. E., Syracuse, N. Y 
Norridgewock Shoe Co., Norridgewock, Me. 56 
NuWay Shoe Co., New York City 


Old Colony Shoe Co., Brockton, Mass. 


Packard, M. A., Co., einen, Mass. 


Paristyle Footwear Mfg. Co., Inc., 
York City 


Pedigo-Lake Shoe Co., St. Louis, Mo 
Powell & Campbell, New York City 


Reynolds, Bion F., Brockton, Mass. 

Richards & Brennan Co., Randolph, Mass... 
Roberts-Johnson & Rands, St. Louis, Mo... 
Robertson Shoe Co., Minneapolis, Minn.... 


Saks, M. J., Shoe Corp., New York City... 
Schwartz & Herder, Inc., Phila., Pa,, 
Shaft-Pierce Shoe Co., Faribault, Minn..... 
Sherwood Shoe Co., Rochester, N. Y 

Smith, Wm. Summer, Chicago, Ill......... 54 
Stacy-Adams Co., Brockton, Mass. 

Stern, R., Co., The, New York City....... 58 
Stetson Shoe Co., So. Weymouth, Mass. 


Tupper Slipper Co., Brooklyn, N. Y. 


Weiss, J., Shoe Co., New York City 
Wiswell-Santry Shoe Co., Cedar Grove, ~ 


MT Tae Uadashies ices COUP nee et Ee be tase. 
LEATHER AND OTHER MATERIALS 


Allied Kid Co., Boston, Mass 
Sqecioen Hide & Leather Co., 


Essex Tanning Co., Peabody, Mass...2nd Cover 
Evans, John R., & Co., Camden, N. J 


Goodyear Tire & Rubber Co., Akron, Ohio.14-15 
Levor, G., & Co., New York City 


New Castle Leather Co., New York City.. 
enn Leather Co., Trust, Sistem, ; 
1 


Ohio Leather Co., Girard, Ohio....Front Cover 





Surpass Leather Co., No. Philadelphia, Pa.. 53 
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